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‘‘Unexcelled Service To Agents and To Policyholders Alike’’ 








ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


Cash Capital, $6,000,000.00 


Organized 1853 











AN OPPORTUNITY NOT TO BE WASTED 








THE PRESENT is an opportunity not lo be wasted 





Whether, as some fear, this country faces another crisis, or 


Whether, as sometimes seems inevitable, the fundamental principles and 
objects of Fire insurance will always be misunderstood by a certain 
Class of citizens including some of those exercising supervision 
over the business; 





It will not be amiss for us to renew at this time our faith in 
those sound principles, familiar to all, which have made 
Mire imsurance a permanent American institution and the 
whole world its debtor. 


“THE HOME OF NEW YORI” has had an honored share 
in the development and the growth of Fire insurance in 
this country and again pledges its whole-hearted support 
to its representatives everywhere in their efforts to make 
the business of Fire insurance continue to serve its high 
purpose. 


STRENGTH REPUTATION SERVICE 
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American Companies For American Agents 








No company becomes the leader in an agency by being 
of service to the Agent alone. 


Service to the Assured— inspections, fire prevention 
suggestions, prompt and equitable adjustments and 
loss payments—must back up service to the Agent. 


With a complete service to the policyholder these 
Companies combine a wide-awake service to the 
Agent, founded on the conviction that the Agent’s 
territory is the Agent’s and that the Agent’s good is 
the Company’s. 





American|jEagle Fire Insurance Company 
Cash Capital—One Million Dollars 


The Continental Insurance Company 
Cash Capital—Ten Million Dollars 


Fidelity-Phenix Fire Insurance Company 
Cash Capital—$2,500,000 


HENRY EVANS, President 


HOME OFFICES Managing Branch Offices 
80 Maiden Lane CHICAGO, MONTREAL 
NEW YORK SAN FRANCISCO 
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POWER OF AGENTS ASSOCIATION RECOGNIZED 


Men Occupying High Places in the Insurance 
World Attend Louisville Meeting and Take 
Part in Its Program 


COMMISSIONERS’ COMMITTEE THERE ALSO 


Healthy Spirit of Co-operation Much in Evidence 
Supplanting the Mistrust and Antagonistic 
Tendencies of the Past 


By CLARENCE AXMAN 
(Special to The Eastern Underwriter) 

Louisville, Ky., October 15.—More 
ymportant as an organization than ever 
and growing constantly in in- 
and power the National Asso- 
Agents here 
n convention today. been 
many significance the 
-ast convention, but chief of these has 
seen a change in attitude towards the 
association so far as the 
themselves are concerned, which is em- 
vhasized in many ways. 

In former the National 
viation of Insurance Agents was recog 
nized as an held 
more or conventions. 
passed resolutions on overhead writing 
and multiple 
ers’ agencies, and then adjourned until 
the next year, when tie same resolu- 
tions were adopted all over again. No 
one paid very much attention it. Its 
“Bulletin” few, but 
thrown into the waste paper basket by 
many. Sometimes it printed paragraphs 
which irritated an 
group of underwriters, and there was a 
sittle fireworks for a time, after which 
Inatters settled their 


oefore 
fluence 
ciation of 


Insurance met 


Chere have 


events of since 


companies 


years ASSo- 


organizat‘on which 
less interesting 


agencies and underwrit- 


was read Ly a 


anderwriter or a 


down to regular 
course. 

It was much the same with the state 
associations. held 
which were 
with mild interest, and which were not 
attended by 


They their meet 


ings, proceedings of read 
company representatives. 
The writer recalls a convention in New 
York State held in a hotel across the 
street from a building where more than 
1 dozen field These 
field men once put inside 
the door of the hotel, put trusted mes- 
sengers the trotted 
écross the street at intervals and mad 
« report of what was huppening. 

These were not very pleas 
ent for the special agents to hear as 
most of the discussion was 
in criticism of the and of 
their companies’ arenization, The 
Underwriters’ Association of New York 
State. 


men had offices. 


never foot 


from meeting 


reports 


taken up 


specials 


When Change Came 
Then along came a change in the di 
‘ecting forces of. the National Associa 
tion of Insurance Agents. This was i1 
Cleveland when E. M. Allen was elected 
president and Fred J. was made 


vhairman of the executive committee. 


Cox 


en 7 . 
‘cllowing which H¢ nry H. Pu‘nam, sec- 


retary for years, was 
Chauncey §, Ss. Miiley. 

Since then there has been a complete 
“hange in the relations between com- 
Janies and agents, 


succeeded by 


A spirit of co-opera- 


gradual 
comprehension that the National Asso- 


(:on was accompanied by a 
«iation of Insurance Agents was an or 
which had 
use it in 


fanization power, and _ in- 


tended to defense of 
that its 


ing companies was a 


agency 


yights; platform of co-operat 
vital thing 


fairly and 


real 
and companies must stand 
squarely upon this platiorm. Further- 
more, companies began to take notice 
of the “Bulletin” They read it and a 
feeling made itself evident in company 
“Bulletin” 


was to be 


offices that criticism by the 


was something which 
‘ voided, 
changed has been 


illustrated in 


How completely 


the general attitude was 
the publication by one company of full 
nage advertisements explaining that it 
the oil 


aceused of having 


did not belong to seed “pool” 
it had 


such a membership. 


when been 


Co-operation at Hand 
Even as late as last year the Nutional 


Association of Insurance Agents was 
uwiable to induce a representative of the 
National Fire 
te attend its convention and deliver an 
nddress, as the National 


n sympathy, in common with the oth 


Soard= of Underwriters 


Board was not 


ers, in the government insurance cam 
paign of the National Association, but 


his year for the first time in its his 


tory the National Board appointed a 
committee to come to the convention 
Murthermore, the president of the Na 


FE. ©. 
Home of New 


Board, Suswell, vice-presi 
dent of the 
the program to deliver an address. So 
stated that 
operation is really in hand. 
the 


cate are Hugh R. Loudon 


tional 
York, is on 
1 may be the day of co 
National Board t% 
United States 
anager of the Liverpool & London & 
Globe, New York, John Marsha’! 
Jr., snonager western department, Fire 
Fund, Chicago. 


Loudon, 


Representing 


and 


man’s 
Mr. 
nit with 


who has made a gret 
insurance agents, 
the same car with 
Fred J. 
man of the executive committee. 
There are a number of special agents 


came ‘0 
fifteen 


chair 


Louisville on 


agents, including Cox, 


here and also George R Fulton, execu 


tive special agent, Automobile Insur 
ince Company, of Hartford. 

The insurance commissioners have 
fullen into line too and they are repre 
sented bv Joseph Button, Virginia: 
Clarence E. Thomas, Kentucky, and 
T. B. Donaldson, Pennsylvania. Offi 


cially, this trio is the subcommittee of 
the commissioners’ Agent’s Qualifica- 
tions Committee, and while here will 
confer with a conimittee on 
qualifications of the National 


tion, the idea heing to see jf it is not 


Associa- 


agency 


vossible to agree upon a uniform 
igent’s qualifications Dill 

The agents understand very well that 
local 


intend to try to 


hey 


monopoly, and do not 


cannot build up a agency 


do so, but they do thiak that something 
done in weeding out 
unfit 


can be 
ible and 


irrespons 
agents. 
Small Towns Represented 


This 


is a real convention with more 
than one thousand in attendance, and 
some of the delegates are from small 


(cwns of states as far distant as Texas 
When men will travel these 
the smaller cen 
faith 
have in the agency movement. 
When the started 


morning it was not long before the hall 


und Iowa. 


great distances from 


ters it illustrates what these men 


convention this 


filled up and some twenty-five agents 
pad to stand throughout the proceed 
Ines. 

One feature noted was a red light 


prepared to flash the cime limit on dis 


Cussions. 


The convention began with every- 
hody singing “My Old Kentucky Home.” 
Many men present had been coming 


for years, and some, such as Robinson 


ind Pirtle, of Louisville, attended tne 


tirst convention which was held at the 
Great Northern Hotel in Chicago 
After the gavel, with wood from 


every state, had been presented to Pres 
Allen by L. L 
Timberlake, 


went Chapman, Toledo, 


Louisville, wel 
behalf of the 


which he has been 


Thomas C. 
the agent on 
Board of 


fiflv-.wo veurs He j 


comed 
Louisville 

member for 
birthday 


celebrating his seventy-fitth 


on Friday of this week Yeu rest 
ightly upon Mr. Timberlake. He starts 
work at 8.30 o'clock every morning and 
ontinues until 5 o'clock 

Robert F. Vaughan, of the Louisville 


Board of Trade, welcomed the conven 


ion, offering the freedom of the city, 


presenting key which he declared 


would open the heart of the people, 
their cupboard and even the subter 
janean locker He added that he heard 
there was some fear of a return of the 
influenza This did not need to worry 


ville, because in 
fluid an 


uwiy the 


agents while in Loui 
injection 
flue 


binder, 


this city is a certain 


will drive find 


too It is a 


of which 


the blue reneral 


to cover your health, your hap 


e soid 


and your succe while here 


Din. 


The Louisville Board pays all of these 
losses at sight without wasting time to 
These 


vdded, were guaranteed at 


leok over proofs proofs, he 
100 per cent, 
there was nothing of the 2.75 per 


vnt about them, 


Allen’s Ideas Applauded 


President Allen was much applauded 


n his address, particularly when he 
yarned companies that 
fed the 
hands of a few big brokers they 
find 


to this handful of men who can be noth 


if they permit- 
the 
would 


business to «concentrate in 


¢ventually themselves subservient 
ing except agents for the assured 

His that the 
' 


‘ong to the agents was met 


remark expirations be 
with cheers 
that he 


pledge themselves never 


was his stateemnt hoped 


agents would 
fo solicit or accept from a company the 
‘xpirations of another agent 

There was more hand clapping when 
that Fred J. 
executive 


ne declared 
man of the 


more 


Cox, as chair- 
had 


work 


committee, 


given time to Association 


than any former executive committee 
chairman. 

Mr. Cox, 
aid that 


ent increase in 


who got a warm reception, 


the Association had a 366 per 
memb 
that its expenses 


for the year were $46,600. He added that 


rship over last 


vear and operating 


it is the intention to make the “Bul 
letin” a larger and newevier paper, and 
made a plea for a bigger staff. He was 


that the 
the mu 


declared 


fight 


uppiauded when he 


tock companies should 


tnals at their own game by advertis- 
ing, having people address business 
ien’s meetings and using effective 


propaganda in favor of stock companies 
against mutuals 
Henry H. Putnam, 
cf the National 
fated that he 
vention, but he was not 
the. old 
Georre D 


ond 
former secretary 
Association, recently 


would wvttend this con 
here today 

timers who 
Markham, 


from do 


Another one of 
did not attend wa 
St. Loui He was mevented 
ing so by illness 
the 
meetings of 


morning session 
the New York 
Ohio, Texas, 
state associations. 


Following first 
there 


State 


and 


were 
lowa, Louisiana, 
some other 
The program is crowded, but the first 
morning session moved like clock work 
place at 12.39 


adjournment taking 


o'clock. 


Frederick J. Cox Popular Selection 
For President National Association 





Human Dynamo From Perth Amboy, New Jersey, Logical Choice of 
the Convention—Present Condition of Agents’ Body Reflects in 


a Large Measure His Work— 
Committee—Chauncey Miller, 


(Special to T] Kiastern Underwriter) 
Louisville, Ky., Oct. 16.—Frederick J 
Cox, of Perth Ambo) J.. is the new 
president of the National Association 
of Insurance Agents, a promotion hon 
estly won by an exhibition of rare talent 
and ability in performing his duties ;% 


the executive committee 


University, a 


chairman of 
\ graduate of Brown 
sachusett Fred. Cox is 
old; his 


o long 


native of Ma 
people have 
and the 


thirty-nine year 


been Yanke for ever 


James L. Case Heads Executive 
Secretary-Treasurer. 


famous breed of 
Americans is in his make-up, coupled 
with which is bulldog tenacity, nervous 
dash and plenty of tact. This, of course, 
combination, but having 


best traits of that 


is an unusual 
it Cox has ferged ahead 

Although he was an active figure in 
ihe New Jersey Ageuts’ Association for 
and has been able to do wonders 
Trenton, 


yeal 


with a quiet word or two at 
where his judgment is much respected 


by public men, and at one time was 
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President of the New Jersey Associa- 
tion, he displayed no interest in the 
National Association. until the Boston 
convention, which he decided to attend 
with his associate in New Jersey Asso- 
ciation work, Thomas C. Moffatt of 
Newark. , 

Messrs. Cox and Moffatt did not think 
much of that convention and spent their 
time seeing the sights of the Hub. 
When it came time for the St. Louis 
convention they would not have gone 
had it not been for a desire to see the 
Mississippi River. Once at St. Louis 
both were called into conference fre- 
quently, made a deep impression, and 
Mr. Cox emerged as chairman of the 
executive committee. 

He said he would not take the job 
unless the committee was a live active 
body awake to its responsibilities. A 
number of young men were named on 
the committee and they began to work 
in the closest harmony. It was not lonz 
before they ran counter to Henry H 
Putnam, secretary of the Association. 

The executive committee gave Mr. 
Putnam.some orders which he declined 
to carry out, thereupon the committee 
served notice upon him to obey instruc- 
tions or quit. Chairman Cox took the 
position that no one man should be 
bigger than the Association or attempt 
to dictate to it. His committee backed 
him up and Putnam resigned. 

Cox and Allen, the president, made a 
remarkable team and it was not. long 
before a complete change was noticed 
in the manner of running the Associa- 
tion. It became a very much pep or- 
ganization, but both Cox and Allen are 
level-headed and a harmonious relation- 
ship was established with the com- 


panies while the Association grew in 
power. 

One wise step was the naming of 
Chauncey S. S. Miller as secretary. He 
has done his share in bringing about 
the great increase in membership. 

Mr. Cox is a member of the local ag- 
ency of Boynton Bros. & Co., Perth 
Amboy, N. J. He will go far in insur- 
ance. 

John L. Tiernon, Jr., of Buffalo, was 
named as Middle Atlantic Vice-Presi- 
dent. He was President of the New 
York Agents’ Association, is one of the 
most respected figures in Buffalo, was 
a leader in government loan drives and 
is a cleancut young insurance man. 

Warren S. Shaw, Massachusetts, is 
New England Vice-President; L. M. 
l‘inckney, South Carolina, is South- 
eastern Vice-President; Craig Belk, 
V'exas, is Southwestern Vice-President; 
EFugene J. Walsh, Iowa, is Mid-West 
Vice-President; James B. Wallace, 
Kansas City, is Mississippi Valley Vice- 
President; D. J. Main, Rocky Mountain 
and John C. Coart, Pacific Coast Vice- 
Presidents. 

C. S. S. Miller is re-elected secretary- 
treasurer; E. M. Allen, former presi- 
dent, is chairman legislative committee; 
Marshall J. Ellis, Macon, chairman, 
casualty and surety committee; Cliff 
C. Cory, Ohio, chairman, organization 
committee; A. G. Chapman, Louisville, 
chairman, grievance committee. 

The chairman of the executive com- 
mittee is James Case of Norwich, Conn., 
who has been one of the principal fig- 
ures in the executive committee. He is 
regarded now as one of a half dozen 
leaders of the Association and is presi- 
dent of the Connecticut Association. 


Casualty Companies Are Sounded As 
To Position Respecting Expirations 





Co-operating Companies to be Published in American Agency Bul- 
letin—Wide Difference of Opinion is Found in Correspondence 
Resulting From Secretary Miller’s Letter Seeking Information 
on the Subject, Read at Louisville Convention. 


(Special to The Eastern Underwriter) 

Louisville, Ky., Oct. 16——The Na- 
tional Association of Insurance Agents, 
which started as an exclusive fire in- 
surance agency organization, but has 
so many members who do both kinds 
of insurance that it devotes part of its 
sessions to casualty insurance as well, 
intends to have a co-operating list of 
casualty companies just as it has a co- 
operating list of fire companies. In cas- 
ualty insurance the list will consist of 
the companies who believe that the 
rights of agents in casualty expirations 
should be protected. 

At a session of the Association this 
afternoon a number of letters were read 
making public thé views of many cas- 
ualty companies as to ownership of ex- 
pirations. 

Some of the companies refused point 


blank to agree that the ownership be- . 


Some thought it 
adjustment. 


longs to the agents. 
a matter for individual 


Some declined to give their views. Some 
. said practically that it was none of the 
National Association’s business. There 
were others who declared that they 
would protect the agents in these ex- 
Pirations. 

The letters of the casualty companies 


were in answer to a letter sent by Sec- 
retary Miller, one paragraph of which 
read: “It is the desire and intention of 
the National Association of Insurance 
Agents to collect for publication in the 
American Agency Bulletin the names 
of the casualty companies which, en- 
dorsing the principle above outlined, 
will agree to protect the local agent 
against all infringement of his rights in 
the expirations and will recognize them 
as his property.” 

A few of the answers follow: 

The Travelers: Apparently your 
Association is committed to a principle 
which ignores the rights of the assured 
and it must be conceded that they have 
some rights in the premises. The prac- 
tices of the Travelers Insurance Com- 
pany and the care which its officers ex- 
ercise in safeguarding the interests of 
agents and brokers are too well known 
to require any statements or bulletins. 
William BroSmith. 

General Accident: Would suggest that 
you first make a study of the differences 
in the method of field organization as 
between casualty and fire business. 
When you have considered the general 
ugency system and are able to do some- 
thing more than merely ask our consent 


to a general proposition we will be glad 
tc deal with your inquiries. 

I am unable to pledge my company’s 
adherence to the proposition expressed 
in Mr. Miller’s letter of July 7. Fred- 
erick Richardson. 

National Surety: We have agency 
contracts with our agents and there are 
special provisions therein with respect 
to the subject matter of your letter. 
However, I will take up the matter with 
the company officials and you will hear 
from me later. J. L. Mee, assistant 
superintendent Agents. 

Fidelity and Deposit: Our Company 
writes no casualty business. We are 
confining ourselves to fidelity, surety 
and burglary lines. A company’s posi- 
tion in regard to so important a subject 
cannot be very satisfactorily set forth 
through the medium you have chosen. 
In a great many of our offices we buiid 
the business up ourselves and at our 
own expense and, of course, have the 
right to such business should the con- 
nection terminate. We have always 
recognized our position where rela- 
tions have terminated and in few cases 
have we ever had any difficulty, be- 
cause our agents have renewed a great 
deal of their existing business with us 
even after making new connections. A 
great deal of the surety business is, of 
course, term business and cannot be 
disturbed. William Hugh Harris, Vice- 
President. 

Employers Liability: The arrange 
ments between this corporation and our 
agents is of a private character which 
I am not disposed to divulge for public 
information. Samuel Appleton. 

Maryland Casualty: This company 
has never published its contract ar- 
rangements with its agents. We con- 
sider that these arrangements and con- 
tracts are of the most confidential 
character. We have had no occasion to 
feel that our agents are not satisfied 
with the treatment they have received 
at our hands and there is nothing to in- 
dicate that they have any uneasiness as 
to their future treatment. John T. 
Stone. 

United States Fidelity and Guaranty: 
President Bland considers this question 
solely concerning the contractual rela- 
tions existing between it and its man- 
agers and agents. Therefore, you must 
excuse us from further giving expres- 
sion on this matter. Charles G. Whyt:-, 
Superintendent of Agents. 

Hartford Accident and Indemnity: 
This company makes it a rule not to 
solicit the expiration of a retiring ag- 
ent and we sincerely hope we _ shall 
never find it necessary to do so. On the 
cther hand, there have been times in 
the past when the writer was connected 
with other companies where it was 
found necessary to solicit and take care 
of the business of an agent due to th> 
untrustworthiness of such agent. 

In the face of these recollections this 
company would hesitate to define its 
policy respecting this matter any more 
specifically than as above stated. J. C. 
Lee, Assistant Secretary. 

Aetna Life and Affiliated Companies: 
We are operating on both a general ag- 
eney plan and a branch office plan; 
Lave comparatively few agency changes 
and nearly every such change is attend- 
ed with some unusual feature that does 
not necessarily attach to other changes. 
While it is true that in many cases the 
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business procured and accumulated by 
a local insurance agent is in every 
essential particularly the fruits of his 
labor, the fact remains that there are 
agents whose business is very iargely 


‘piaced on their books by salaried repre 


sentatives of the company and frequent- 
ly for one reason or another comes to 
the agent because he happened to be 
representing some particular company, 
in addition to which the assured should 
have some say as to with whom he wants 
his business placed. I believe that 
this company has never been accused 
of being unfair in its dealings with its 
egents and the _ position heretofore 
taken by this company with its agents 
in connection with agency changes is 
eufficiently well recognized to make un- 
necessary our subscribing in a definite 
way to the views outlined in your com- 
munication. W. L. Mooney, Agency 
Secretary. 

Royal Insurance Company: The Royal 
Indemnity, from the beginning of its 
cperations has taken the definite posi- 
tion that expirations are the property of 
the agent and not of the company. 
Where we have had occasion to transfer 
our representative we have never givel 
the new agent any information concern 
ing business of our former agent. C. F. 
Irizzel. 

Globe Indemnity: You now ask us 
for an official statement and I must re- 
spectfully decline to make any state- 
ment on behalf of the company in this 
respect for the reason that while we 
have very well defined views on this 
matter and presumably will follow these 
views in the future, we do not care to 
commit ourselves officially, preferring 
to deal with each set of circumstances 
as they arise, on their merits, in the 
hope that we will be able to reflect the 
real equities as they may exist. A. 
Duncan Reid. 

A few of the companies in addition 
to the Royal which agreed that the ex- 
pirations belong to the agent are the 
Southern Surety, New York Plate Glass, 
Lion Bonding, New Amsterdam Cas- 
ualty, New Jersey Plate Glass, Pre 
ferred, Peerless, and Lloyd's Plate 
Glass, 
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F. C. Buswell, President National 
Board, Gets Great Ovation from Agents 





Statement That Fire Insurance Interests Will Resist and Resent 
Attacks Upon Their Business Wildly Cheered By Delegates— 
Commissioner Arrington, Tennessee, Introduced—Courageous 
Michigan Agent Wants to Debate “Stock vs. Mutuals.” 


(Special to The Eastern Underwriter) 
Louisville, Ky., Oct. 16—When F. C. 
Buswell, president of the National Board 
of Fire Underwriters and vice-president 
of the Home of New York, faced the 
National Association of Insurance Ag- 
ents this morning, the largest crowd 
ever gathered together at an _ insur- 
ance agents’ meeting greeted him. By 
actual count there were 1,120 present. 


The agents appreciated that the Na- 
tional Board had sent its President to 
address them, and were not slow in 
showing this appreciation. Mr. Buswell's 
most impressive moment was when he 
declared, with great emphasis: 

“That the fire insurance interests 
of this country intend not only to re- 
sist but also to resent any attack 
made upon their business irrespective 
of the source of attack.” 

The agents stood and cheered this 
sentiment for at least a minute. Sev- 
eral insurance commissioners witnessed 
this ovation. 

Following the meeting agents of the 
Home and the Franklin Fire attended a 
luncheon where they met Mr. Buswell. 


The first insurance commissioner to 
act in the matter of the Cornwall & 
Stevens so-called cotton seed oil insur- 
ance corner was L. K. Arrington of 
Tennessee. He was introduced to the 
agents here today by President Allen 
who referred to him as an insurance 
commissioner who recognizes a real in- 
surance agent when he sees one. 

During the discussion today an agent 
who said he hailed from Michigan, 
arose and declared his willingness to 
cebate the question of mutual vs. stock 
company insurance, saying he repre- 
sented both kinds. 

President Allen complimented him on 
his courage in submitting such a prop- 
csition to this convention, and told him 
that the gentlemen of the convention 
would accommodate him with debating 
partners later on the program. The 
chances are that there will not be time 
enough to crowd in this debate. 

On such a debate the convention 
would line up about.one thousand for 
stock companies to two or three votes 
at most for the mutuals, as unfair mu- 
tual competition has got everybody’s 
goat. 


Fighting the Mutuals as Practiced 
By N. S. Riviere, Spunky Pittsburgher 





Reads Famous Correspondence to Members of National Association— 
Exciting Scramble for Copies of Letters Stops Proceedings— 
Loyal Durand, of Milwaukee, Also Presented Effective Argument 


As Used in that City. 


(Special to The Eastern Underwriter) 
Louisville, Ky., October 16.—N. 3. 
Riviere, the spunky little Pittsburgh 
ugent who complained to the Carters 
Ink and Yale & Towne Lock people 
that the use of their names in adver- 
tising by big mutual insurance com- 
»vanies through the medium of the Sat- 
urday Evening Post, was resented 
‘hroughout the insurance world, read 
this correspondence to the National 
Association today. It was one of the 
big features of the meeting. It will be 
recalled that these full page ads told 
the insurance public how much money 
they could save by insuring in the mu- 
‘uals, the ads being a criticism on the 
stock company methods of doing busi- 
hess, and also being a direct slap at the 
practice of paying commissions to 
agents. As a result of the Riviere cor- 
respondence the ink and lock people 
apologized. 
The Eastern 
tais 


Underwriter publishes 
correspondence after the White 
Sulphur convention of the casualty 
agents, the Pittsburgh agent having 
read it at the convention. 

Mr. Riviere has brought to Louisville 
several hundred copies of the corre- 
spondence and when he finished talk- 
ing the convention proceedings stopped 
for five minutes while men sprang up 
-. all parts of the hall azking for copies. 
It was regarded as one of the most ef- 
fective bits of work for the protection 
*f local agents that has yet been done. 


Mr. Riviere added a new chapter to 
the case by reading some correspond- 
ence he has had with the proprietor of 
the Hotel Adelphi in Philadelphia. Soon 
«fter the Insurance Federation had heM 
°n annual meeting in that hotel, Mr. 
Riviere received from the American In- 
demnity Owners’ Exchange a circular 
advocating the elimination of agents’ 
commissions, and one of the business 
men endorsing the proposition was the 
proprietor of the Adelphi. This struck 
Riviere as ridiculous, inconsistent and 
unfair and he wrote to the hotel mat 
calling attention to his hostility to ag- 
ents who had met in his hotel. Riviere 
wanved to know what the Adelphi pro- 
prietor would think if he gave the facts 
to agents all over the state. “I do not. 
think many of them would stop in your 
place again,” was one statement in his 
latter. This finally resulted in the 
withdrawal of the hotel man’s name 
from the mutual literature. 

Mr. Riviere also called attention to 
‘he fact that the Pitsburgh Plate Glass 
Company’s name is used in endorsing 
the American Mutual, and this despite 
the fact that the insurance companies 
are among the best patrons of the 
yittsburgh Plate Glass Company. 

“I saw he company,” he added, “and 
told them that they were lending them- 
selves to attacks on steck companies’ 
agents.” 

“Now, fellow agents I think we 
should go about this carefully and 


quielly and not make a lot of threats. 
jt is only necessary for us to bring to 
the attention of corporations 
wha* they are doing in attacking stock 
company insurance and they will see 
the light. I am not personally inter- 
ested in whether a tisk is insured in a 
stock company or a mutual, but I im 
interested in protecting the great busi- 
ness of stock company insurance and 
ihe representatives of these companies 
and above all I am against all unfair 
advertising.” 

The Pittsburgh agent then made a 
plea for an advertising campaign by 
stock companies to fight the mutuals 
at their own game, but to do so fairly. 
Such advertisements should defend fhe 
principle of stock company insurance, 
and not mention names of individual 
companies. 

The next speaker, Loyal Durand of 
Milwaukee, made this effective point” 

“Milwaukee is a hot hed of socialism 


these 


and you might say that we Milwaukee 
egants are in the front line trenches 
fighting socialism. Now, in our opin- 
jon, socialism means the mutualization 
of all business. Every successful mu- 
tual insurance compary is an argu- 
inent for socialism. When we run 
egainst mutua compe‘ition we argue as 
follows: 

“Mr. Business Man, do you believe 
-n the present organization of Ameri- 
can business or do you believe in social- 
‘sm? If you believe in present organ- 
ization of American business you must 
support stock insurance companies, 
which are organized along the same 
lines as your own corporation, paying 
dividends the same as you do and also 
paying representatives’ commissions 
for obtaining that business. In- 
cure in the mutuals and your own busi- 
will be socialized’ Milwaukee 
agents are winning out with this argu- 
ment.” 


ress 


A Camel Could Cross Sahara Desert 
After Enjoying Kentucky Hospitality 





Cabaret Smoker Tuesday Night Measured up to Expectation—Agents 
Discussing Commission Question on Side Lines Declared Out of 
Order—Louisville Committee Provided Rain Outside and Wet 


Goods Inside—Convention 
Into Town. 


(Special to The Eastern 
Louisville, Ky., Oct. 15. 


Underwriter) 
Kentucky is 
her beautiful her 


noted for women, 


thoroughbred horses, Marse Henry 
Watterson, Young E. Allison, and the 
cup named after a European family, 
which furnished many kings and princes 
te the world. 

The beautiful women are seen every- 
where on the streets, the thoroughbred 
horses can be found in the bluegrass 
and Messrs. Watterson and 
Allison are in town, but the hospitality? 
how about that question mark? Many 
a reader will pass briskly over the re- 
port of the resolutions’ committee as re- 
ported in this paper in order to find out 
whether the Louisville convention com- 
mittee really carried out its roseate 
promises of cheerful entertainment. 

Well, friends, in order to end sus:- 
pense it can be stated that a seven- 
day camel could come to this town and 


section 


Delegates 


Auspiciously Ushered 


stock up for a month’s journey across 
the Sahara The committee 
measured up to every expectation by 
permitting anyone who desired to do so 
tu bask for the asking in stimulating de- 
lights. 

All this may have had something to 
do with the great crowd which piled 
into the cabaret smoker last night, 
which was a delightful event, the only 
distressing feature of which was the 
spectacle of two local agents, gathered 
in a corner, outside of the zone of 
gaiety, solemnly discussing the commis- 
sion question which they hoped would 
be brought up in the convention. Such 
persons would probably converse about 
the stock market while witnessing an 
eleventh inning ball game. 

A rainstorm greeted the delegates 
when they assembled here. 

There was plenty of consistence in 
the entertainment, which was not dry 
either. 


Desert. 


Beating Out Automobile Insurance 
Club Agency Told by Cleveland Agent 





Starting Out to Reduce Rates Set Off the Fireworks—New York 
Brokerage Concern Moving Spirit in Proposition—Illegality of 
Activity Called to Attention of the Club by Lawyer, Who Was 


One of Its Members. 


(Special to The Eastern Underwriter) 

Louisville, Ky., October 16.—-The very 
interesting story of how the insurance 
agents of Cleveland, Ohio, got crushing 
evidence proving that Automobile 
«Tub of Cleveland, which has ten thou- 
sand members, developed into an in- 
<“urance agency, and how the Cleveland 
igents finally drove it out of the in- 
surance business, was told the conven- 
tion today by Fred Ayer, a Cleveland 
local agent. 

The little drama when cer- 
tuin members of the Gleveland Club, 
Zetting the idea that rates were too 
high, started ut to redyce them. 


the 


started 


A short time thereafter the com- 
panies promulgated the penalty schéd- 
ule for fire and theft insurance. Cleve- 
land agents did not believe the penalty 
schedule should apply to Cleveland, be- 
cause of the city’s good theft experi- 
ence. The companies agreed with the 
agents, however, the Automobile Club 
had started investigating and, deciding 
to go into the insurance business, estab- 
lished about the club the so-called in- 
surance department. 

A New York brokerage concern had 
come in and made a deal with the club 
to go into the insurance business, had 
threa compnies entered in the state, 
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That “the business belongs to the local agent who worked it up” 


is a principle first enunciated by the founder of this institution. 
That principle has been an article in our business creed for more 


than fifty years. 


Another principle equally old in our practice is that we shall write 
no business in the territory of a local agent except through that 
local agent. 


To appoint an agent and thereafter leave him entirely to his own 
resources or to fail to protect his territory would be unfair both 
to him and to ourselves. By helping him in every praticable way 


we work to the end of mutual advantage. 


Our SPECIAL RISK DEPARTMENT is a service bureau fully 
equipped to render valuable aid to agents in all details of insurance 
engineering and fire protection work. We have trained engineers 
in every field whose services are at agents’ command. 


Our BROKERAGE DEPARTMENT is a connecting link between 
agents and New York brokers. Business thus secured is invariably 
sent to local agents to write if they approve—and only if they 
approve. Many mutually valuable business connections have been 
arranged through this medium. 


If you would like to know more about what our service and pro- 
tection mean to agents, write to us and we will tell you. 


NEW YORK UNDERWRITERS AGENCY 
A. & J. H. STODDART 


A General Agency Office More Than Half a Century Old 
Operating Throughout the United States and Canada 


= 100 William St., New York 175 West Jackson Boulevard, Chicago 
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had incorporated itself in Ohio, and 
received a 5 per cent commission on 
the business, while there was an addi- 
tional 10 per cent for overhead ex- 
Licenses of various kinds were 
received from the insurance depart- 
ment, which was not informed that the 
business to be transacted was on cars 
of the Cleveland Auto Club only. 

The secretary of the Automobile Club 
became to all intents and purposes an 
insurance agent. Several of the direc- 
tors of the New York brokerage firm’s 
Ohio corporation were Automobile Club 
representatives. 

The agents quietly began gathering 
and when they had it they 


penses. 


evidence 


emp!oyed a prominent Cleveland lawyer 
who was a member of the club to 
write a letter to the club’s board, its 
officers and the club itself declaring 
that the club was illegally conducting 
an insurance business, which was not 
provided for in the charter. 

The facts were presented to the in- 
surance commissioner who had a half 
day’s hearing and theu revoked licenses 
of all concerned in this illegal trans- 
action and encroachment upon rights 
of insurance agents. Mr. Ayers’ part- 
ing advice was that when agents en- 
counter such a group running an auto- 
mobile club they get busy and see that 
the proposition is stopped. 


Stock Casualty Companies Asleep at 
Switch— Mutual Competition Grows 





Mutuals Get in Their Licks Through Campaign of Speakers at Meet- 
ings of Business Men—J. A. Giberson, Tells How He Develops 


Side Lines. 
Gets Splendid Results. 


(Special to The Eastern Underwriter) 


Louisville, Ky., Oct. 16—Unfair cas- | 


valty competition was the subject of a 
discussion made at the convention to- 
day by Arthur Howell, Atlanta. He 
said that the stock companies have been 
asleep at the switch while the mutuals 
have been busy. He told how the mu- 
tuals send speakers to meetings of busi- 
ness men, and declared the time is ripe 
for companies and agents to start a 
campaign of education for stock com- 
pany insurance. 

J. A. Giberson, Alton, Illinois, told 
agents in convention today how agents 
can develop their side lines, and quoted 
his own experience to demonstrate that 
an agent in a small town can write 


He Drives on Every Disaster While it is Hot and 


more than ten sideliners and make a 
big success of it. He gave the percentage 
of each of his sidelines. 

Mr. Giberson keeps a close watch on 
events. If there is a strike he sends 
out literature explaining ail about strike 
insurance. If there is a tornado he 
circularizes his community about the 
necessity for tornado coverage. In bricf, 
he follows up every disaster with an 
argument for insurance against a re- 
current disaster. Mr. Giberson has had 
good results with appeals mailed in one- 
cent postage envelopes. 

In another column of this service edi- 
tion will be found a paper read by Mr. 
Giberson at the convention, in full. It 
is well worth reading. 


Resolutions Adopted to Lessen 
Brokers’ Activities, Radicalism 
and Promote Uniform Statutes 


Care to Be Used in Selecting Committees; Devotion Pledged to 
Country and President Wilson; Agents’ Qualifications Laws 
Urged; Re-insurance in Mutuals Deprecated and Publicity Urged 


to Combat This Competition. 


(Special to The Eastern Underwriter) 
Louisville, Ky., Oct. 17.—The resolu- 
tions adopted at the annual meeting of 
the National Association of Insurance 
Agents in convention today follow: 


State Legislative Committees 

Experience proves that the legisla- 
tive committee of each state associa- 
tion ranks high on the list of commit- 
tees in point of importance. 

It is essential that members of proved 
ability and influence be selected to serve 
on those committees in each state, and 
that those chosen for the duty realize, 
in accepting: such appointments, that 
they may be called on to sacrifice time 
and effort in the cause if they fairly dis- 
charge the trust consigned to them. 

tesolved: That the National Associa- 
tion recommends to all state associa- 
tions that they exercise care in select- 
ing members to serve on their executive 
committees, and that they impress on 
the members accepting such duties the 
necessity for realizing that the honor 


is coupled with exacting service in 
properly handling the difficulties which 
may fall to them during their terms of 


office. 
Brokers and Concentration of Lines 


Resolved: That the executive 
mittee of this Association be instructed 
to examine into the increasing number 
of aggressions against agents by brok- 
ers, particularly as to the concentration 
of large lines to be written directly by 
certain companies, and to report the 
facts with recommendations at the next 
midwinter conference. 


com- 


Pledge of Loyalty 


The many proposed political innova- 
tions in the laws and customs of our 
country convince us that there is a dis- 
position among some citizens to hearken 
to the voice of interested demagogues, 
und misguided intellectuals and theo- 
rists, and that the present form of re- 
publican government, as established by 
our fathers under the Constitution of 


the United States, is in danger of de- 
struction. 

We believe it to be the duty of every 
citizen to give thoughtful consideration 
to the ultimate effects of the socialistic 
and = anti-American doctrines now 
preached, knowing that if they do, they 
will be swift to end these disguised at- 
tacks upon the personal liberties of the 
people. 

The National Insur- 
ance Agenis, in convention assembled, 
feeling it the duty, at this time, for 
every American citizen to renew and 
strengthen his faith in and devotion to 
the Republic, as it now exists, and firm- 
lv to resist all efforts to alter or cor- 
rupt it, sends greetings to the American 
people and pledges to them its loyal 
and undivided support of 
canism. 

President of the United States 

Resolved: That the insurance agents 
cf the United States, represented in this 
convention of the National Association 
of Insurance Agents, have followed 
with unflagging attention and deep con 
cern the daily reports issued from the 
bedside of the President of the United 
States and have been gratified by the 
steady improvement in his condition 
which each report has re- 
vealed, encouraging us to hope for his 
full restoration to health and 
sumption of the duties of his 
office at an early date. 


Association of 


true Ameri- 


successive 


the re 
great 
We beg to con- 
vey to him as the Chief Magistrate of 
the Nation assurances of our respect, 
loyalty, admiration and esteem. 
Agents’ Qualifications 
Recognizing the 
quate agents’ 


importance of ade- 
qualification laws and 
understanding that there is a co-opera 
tive movement on foot between the Na 
tional Convention of Insurance Commis 
sioners, and this Association, for the 
procuring of uniform laws in all states, 
we heartily endorse this plan, therefore 
be it 


Resolved: That we suggest that the 
executive committee co-operate in this 
plan and use every possible effort to 
bring about this most desirable result. 

Conference Committee 

The National Association of Insur- 
ance Agents desires to formally record 
it’s appreciation of the honor conferred 
upon it and the confidence reposed in 
it by the National Board of Fire Under- 
writers in accrediting to it a committee, 
which includes the president of the Na- 
tional Board as a conference committee, 
to act with a similar committee from 
this organization. We feel warranted 
in expressing the belief that this their 
action is the beginning of a co-operative 
undertaking which will greatly promote 
the welfare of all American insurance. 

Mutual Competition 

The Mutual 

menace to our business. 


Inter-Insurer is a 
The time is at 
hand for a united and aggressive cam- 
puign on the part of stock companies 
und agents against the socialistic mu 
tualization of insurance. 
That this 
spectfully protest against the practice 
of any stock company of granting re- 


and 


Resolved: Association re- 


insurance to mutuals or inter-insurers, 
and we are bound to regard the contin- 
uance of such practice as evidence that 
such stock companies fail in fidelity to 
their own corporate class; 

Further resolved: That the National 
Association of Insurance Agents urges 
ihe stock companies to institute a cam- 
paign of publicity to the end that this 
common enemy may be combatted defi 
nitely, systematicaliy and in a spirit of 
patriotic determination and that we 
pledge them our hearty co-operation. 


Expirations 
Resolved: That this Association 
stands unequivocally for the cardinal 


doctrine that the expirations of fire and 
casualty insurance belong to the agent 
who places the business on the books 
cf such companies. 


Delegates Have Fun Selling Automobile 
Policies to One Another for Prizes 


Fred V. Bruns Gets Under Skin of Fred W. Offenhauser and Wins 
First Prize in Canvassing Demonstration. 


(Special to The Eastern Underwriter) 
Ky., Oct. 17.—Fred V 
Bruns, of Syracuse, won first prize; 
Kaymond Weil, Cleveland, second 
prize, in the demonstration of an auto- 
mobile insurance sale. The man sold 
was Fred W. Offenhauser, Texarkana, 
Texas, who had the objection 
that he did not need a policy because 
his chauffeur is the most careful driver 
in town. 


Louisville, 


raised 


“Have you seen my chauiffeur drive?” 
he asked. 

“Yes,” said Mr. “that’s whv 
I rushed right over here. He has just 
narrowly escaped running down a six- 
year-old girl who suddenly walked in 
front of his automobile.” 

“How do you know it was my car?” 


Bruns, 


“Because [ asked whose beautiful car 
it was and was told it belonged to the 
Honorable Fred W. Offenhauser.” 

Mr. Bruns made another good poinz 
in saying that a man who has a gallon 
of gasoline in a house will worry that 


some accident will happen which will 
make fire insurance necessary to carry, 
but he has from twelve to fourteen gal- 
lons of gasoline in his car, and, there- 


fore, needs automobile insurance bad 
ly. 

Mrs. Carroll Vinson, of Houston, 
Texas, made a fine selling talk, and L. 


fi. Stubbs made a hit, too, by entering 
Offenhauser’s office, chatting with him 
about a poker game, and then saying: 
is your plant insurance getting 

Everything satisfactory? By 
the way, here are the policies for your 
new car.” 


“Tlow 


along? 


Journalists 
Swap Stories 


Oc‘ober 17.—At the 
entertain- 
Hitchcock, 
exchanged Cuai- 
reminis- 


Louisville, Ky., 
fourth 


ment 


successive evening 


tonight Champton I. 


who was ‘oastmaster, 
journalistic 


M. Cartwright. 


cago insurance 


cences with C. 
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The Automobile 


Insurance Company 
OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


All Fire and Marine Lines 

of Insurance, backed by 

Unquestioned financial se- 

curity and accompanied 

by the Unequalled A‘tna 
Service 





AFFILIATED WITH 


Attna Life Insurance Company 
Aitna Casualty and Surety Company 
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J. B. Levison, 
Fireman’s Fund, 
Sends Agents Message 


(Special to The Easteru Underwriter) 
16.—J. B. 
Fireman’s 


October 
Tevison, the 
lund, who was appointed by the Na- 
tional Board of Underwriters as 
cne of its representatives at this con- 
yention, but could not come, sent a 
telegram of regret in which he 
expressed the following opinion: 
“I would have greatly appreciated the 
epportunity of being present in person 
necause the time has come when there 
must be established between company 
executives and local egents mutual un- 
derstanding and confidence so that both 


Louisville, Ky., 
president of 


lire 


also 


may work in complete accord for the 
protection of underwriting interests. 
This will in turn lead to fuller appre- 
ciation by the public of the importance 
and value of fire underwriting conserva- 
sively conducted under private owner- 
chip and the part it must inevitably 
vlay in upbuilding of American business 
interests the world over.” 


Calls 
New York 
State Meeting 


(Special to The Eastern Underwriter) 

Louisville, Ky., October 15.—At a 
neeling today of the members of the 
New York State Association of Insur- 
ance Agents who are a vending the con- 
vention, President Frederick V. Bruns 
said that he has called a conference of 
the and all 
local associations of New York State to 
meet in Syracuse on November 20. This 
is the first time that these local county 
association officials have ever been 
called to meet together. The idea is 
to have a closer union among them 
and the state local agents’ associations. 





presidents secretaries of 


Mr. Bruns also said that the confer 
ence committee of the agents’ associa- 
tion of New York State will meet the 
companies’ conference committee at the 
National Board of Fire Underwriters 
on November 11. Casuelty officials will 
he met on November 12. 


Is Attending 


The Convention 

(Special to The Eastern Underwriter) 
Louisville, Ky., October 15.—J. P. 

Morgan is attending tie convention. 
He is a local agent in Greeneville, Ky. 
His friends call him Pierpont. His 

middle name is “Pat,” however. 


Old 
Members 
Felicitated 


(Special to The Eastern Underwriter) 

Louisville, Ky., Oct. 15.—The Con- 
vention this afternoon devoted half an 
hour to felicitious tributes to some of 
the older members. C. H. Woodworth, 
of Buffalo, was introduced by Presi- 
dent Allen, and the Buffalo man called 
upon Mrs. Allen, sitting in the front 
row to make his speech for him, which 
she did in a few words. 

Fred Guenther, of Detroit, said that 
William Eldridge, of Detroit, affection- 
ately called “Pop,” is seventy-threé 


years old. On behalf of the Detroit As- 
sociation he presented Eldridge with a 
large bouquet of flowers. 

Mr. Eldridge, who for many years 
was an officer of the Association, made 
«a humorous speech in reply. His best 
story was how when he was the sole 
member of the National Association in 
Detroit he invited the National Associa- 
tion to hold an annual convention there. 
A few weeks before the convention he 
went out and hired a steamboat, a hall, 
and saw a caterer to arrange for a ban- 
quet. Then he went around to see the 
other agents and they joined him in de- 
fraying the cost of the entertainment. 

Charles F. Hildreth, of Freeport, IIL, 
former president, was also given a 
send-off. 


Agents Will 
Decide Under- 


writing Practices 

Louisville, Oct. 17.—S. Y. Tupper, of 
Atlanta, manager of the Queen, told the 
convention delegates today that in his 
opinion local agents are going to be the 
determinig factor in deciding under- 
writing questions in this country. 


Will Confer 
With Outside 
Bodies 


Louisville, Ky., Oct. 17.—The National 
Association has appointed a generai 
conference committee to confer at in- 
tervals with outside bodies in the busi- 
ness. Fred J. Cox is chairman of this 
committee, other members being 
Charles Case, C. F. Wilson, EB. M. Allen 
and Fred B. Ayer. The officers and 
executive committee of the National 
Association entertained the National 
Board’s representatives at dinner and 
the Insurance Commissioners’ Conven- 
tion at luncheon while here. 








Suggests 
Time Limit For 
Premium Payment 


A. Robinson, veteran Louisville ag- 
ent, made a plea that the Association 
take up with fire insurance companies 
the proposition of incorporating into the 
fire policy a provision making it invalid 
in case of loss if premiums are not paid 
within a specific time Imiit. This sub- 
ject will be up for discussion next year. 





Des Moines 
Wants Next 
Convention of Agents 


Eugene Walsh, Davenport, Iowa, in- 
vited the convention to Des Moines, in 
a speech so good that the presiding offl- 
cer said John Murphy, the silver-tongued 
orator of Cork, could not do any better. 
He was referring to Murphy, the Buffalo 
agent. Other invitations were extended 
by Minneapolis, Indianapolis, Los An 
geles and Seattle. 


E, M, Allen 
Presented A 
Purse of $225 


E. M. Allen was presented today with 
a purse of $225 by the convention as a 
token of appreciation of the delegates. 
The money was given to Mrs. Allen for 
safe keeping. 





Without Credit Knowledge Agents Will Lose Money 





Austin McElroy Enumerates Objections to Several Premium Collec- 


tion Plans 
Among 


Various premium 
were analyzed by 
Columbus, Ohio, in 
that subject. Mr. 
these points: 

1—The barrier to a general use of 
the “Service Charge Plan” is that of its 
illegality in states where anti-discrim- 
inatory laws are in effect. 

2—Under present conditions, it is of 
no avail to advertise to the public that 
they should pay premiums promptly 
and thereby comply with the request of 
the Federal Government that business 
be conducted on a cash basis. 

3—The plans are of such a wide 
variety as to make it confusing to 
pick out the one that will bring relief 
to a local board or to an individual 
agent seeking to reform the collection 
evil. 

4—-Many of the plans confuse cause 
and effect; in other words, they are 
aimed at the public when they should 
be drawn on the idea that the blame lies 
principally with the agents themselves. 
Through many years of lax methods, 
agents have brought about the con- 
ditions of which they now complain. 

5—Local board systems providing 
for clearance bureaus presided over by 
secretaries, may serve well in the 
smaller cities and towns, but are not 
feasible in the larger cities. There 
are several reasons to support this as- 
sertion, chief of which is the one that 
the expense would be prohibitive. 

6—Above all, too many of the above 
systems seem to be drawn on the 


collection plans 
Austin McElroy, 
the discussion of 
McElroy made 


and Urges Convention to Begin Education 


Agents 


theory that the problem of premium 
collections is a terribly difficult one. 

Mr. McElroy said agents are to 
blame for the careless attitude of the 
public; that agents abuse the exten- 
tion of credit by ill-advised eagerness 
to get and retain premiums. The 
simplest source of credit information 
is the agent’s own ledger records. The 
trouble, said the speaker, is that 
agents need to bols‘er up their cour- 
age, go after their money and don’t 
beat about the bush, but make it plain 
to the assured that his account is due 
and you want the money. He predicted 
that until agents grasp credit and col- 
lection. practices present evils will 
continue. Then Mr. McElroy added: 

“The best collection system yet de- 
vised will be worthless to the agent 
who is satisfied with the old order of 
things. 

“The concern of this convention is 
to take the action necessary to carry 
to agents in every town and city the 
message that it is not only their right 
to expect but their duty to insist that 
fire insurance premiums be paid on 
the same terms as those which main- 
tain in other important lines of busi- 
ness. 

“This message can be 
agents through the 
educational campaign. 
should start with treatment of the 
fundamentals of credit and collection 
work, much as would be necessary in 
schooling credit men in this particular 
field of work.” 


carried to 
medium of an 
This campaign 


Business Should Merit Approbation of Everybody 


Local Representative Mirror in Which Policyholders See Reflected 
Ethics of Insurance and Sentiment of Home Office Officials, 


Says T. B. 


Commissioner T. B. Donaldson, of 
Pennsylvania, made one of his usual 
entertaining and humerous talks in 
which there was also considerable food 
for thought. He said in part: 

“In the past eight years of associa- 
tion with the insurance department of 
my state I’ve had personal contact with 
hundreds of agents. I’ve corresponded 


with hundreds more. You recall the 
saying: ‘Do right and fear no man; 
don’t write and fear no woman.’ My 


objection to writing letters is the fear 
that they'll be misunderstood by the 
person addressed. There’s but one 
thing in life worth while: personal con- 
tact with your fellow men. Never yet 
have I started off to a convention but 
that I shuddered with the fear of meet- 
ing a mass of people. Invariably I've 
had my fears routed and the contact 
has proved most vatuable. The best 
asset an insurance commissioner can 
have is the asset of wide personal ac- 
quaintance. He may go into office 
solely on political qualifications—I am 
told that a few insurance commission- 
ers have been nominated in this coun- 
try for that reason, though I never 
really verified it—but this contact with 
men who make their living by the guid- 
ance of companies and the procuring 
of business will teach him much. Gen- 
tlemen, I really know of no state work 
as difficult and technical as that of 
conducting an insurance department of 
one of the large states, if the commis- 
sioner elects to do his duty. 
The Poor Deputy 

“The only way to be a successful 
commissioner is to have a capable dep- 
uty who will be tactful enough to make 


you believe that his knowledge and 
ideas are yours. I haven't a tactful 
deputy. My deputy is an arbitrary 


young man who joined the department 
in 1883; who absolutely refuses to be 
bothered by the succession of upstart 
commissioners, and who offers his tech- 


Donaldson 


nical advice in this gentle, respectful, 
diplomatic manner: ‘If you try to pull 
off anything like that you are crazier 
than ever. The deputy I refer to is a 
Daniel Boone of the wilderness of in- 
surance in this country, who for thirty- 
six years blazed the trails and made 
the clearings while in the employ, and 


sometimes as commissioner of the 
Pennsylvania department. lWLegitimate 
and generous measures for sensible 


control and conduct for all lines of in- 
surance were directly or indirectly 
framed by him and later enacted into 
law, all for the benefit of you and yours, 
and by letter or in person he coped 
with you these many years and at no 
time did you ever question, nor did you 
have cause to question, his indubitable 
integrity. I refer to Samuel W. Mce- 
Culloch, of the Pennsylvania depart- 
ment. 
A Cruel Thrust 

“Not long since I attended a conven- 
tion in a Southern hotel where, nightly, 
the Ladies of Peacock Alley spread 
their plumes. There were some rare 
works of the modiste’s art and the por- 
triat painter’s art. I do not recall that 
any exhibit paraded in the glaring noon- 
tide sun, because it is severe on en- 
amel work. One night a camouflaged 
queen, of age such that her mouth 
seemed to frame a call to the vanish- 
ing days of her youth, ‘Abide with me,’ 
raised her lorgnette to firing position 
and scanned a group of agents and 
queried of her friend: ‘My deah, who 
are these men? Oh! Insurance men? 
Rully! I fawney we'll have plumbers 
here tomorrow.’ As fate ordained, the 
master painters, or car manufacturers 
or something useful and human trailed 
along the next day. 

“T mention this Lady of Peacock Al 
ley somewhat with irritation, but also 
as a warning. One or two of my ar- 
dent friends said to me: ‘Get a press 
agent while you are commissioner.’ I 
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said: ‘Why?’ Said they: ‘Put your- 
self in print.’ I said: ‘I don’t need to. 
The papers are bangiig me now.’ And 
they were—and are. I mean to con- 
_vey in all seriousness, agonizing as it 
is to confess, that the only real mat- 
ters of interest to the casual reader 
are the things I do not elect to print. 
For arrest for embezzle- 
ment of the lifting of li- 
censes, the closing of bankrupt com- 
panies, apprehension for rebating, ex- 
cuses for a 10 per cent surcharge. There 
is no business in the world, other than 
banking, which is so open to suspi- 
cions. The whole field of insurance 
has been going through a cleansing 
process especially for ths past thirty 
vears. The general public is born with 
the inherent belief that standard forms 
of policies are traps for the unwary. 
Nor can you convince most citizens, try 
though you may, that save for the cu- 
pidity of some individuals we'd aban- 
don standard policies and adhere to 
standardized morals. There is no inai- 
bition in a standard policy but that it 
emanated from a wrongful act of uste 
ally the exceptional sort. 

“Are the standard form. provisions 
solely for benefit of the company? Cer- 
tainly mot! The whole improvement 
of insurance—in which the agents have 
been dominant—-has been to prevent 
discrimination between the same classes 
of insurants. <A cut rate hurts some- 
body. An arson loss militates against 


instance, an 
premiums, 


the honest policyholder; fradulent 
claims for death militate against the 
honest man holding his life policy; 


trumped up injuries mean trenching 
upon rights of those who trump up no 
casualties; and so on through the whole 
gamut. There is no business or trade 
or industry so much on the defensive, 
gentlemen. None! But few businesses 
are so retricted by geographical limi- 
tations. One mav travel throughout 
the United States and freely sell candy, 
tobacco, pianos, menageries and liver 
pills, but woe to the insurance gentle- 
men who steps over the boundary line 
of your state or mine who hasn't his 
agency credentials. 
Getting Publicity 


“Many people ask me, ‘Well, what do 
you think of your job?’ And IT invari- 


ably answer, ‘It is the most interesting 
POSITION in the world.” And it is. 
The trail was blazed before I came 
along, and my major work is repolish- 
ing fine gold, yet there is something 
estonishingly new and puzzling every 
day. I am in worldwide contact with 
complex records and with existing in- 


stitutions and their history. But, above 
all is the nerve tingling educational 
contact with men of flesh and blood. 
I'm not so much concerned with names 
or past deeds but with the men of to- 
day and what they are. To diagnose 
a company do not bank entirely upon 
its financial statement. Ascertain what 
sort of men are running it. 

“Possibly you feel like asking what 
1 think about insurance agents, as a 
class? Well, I'll say this: ‘Gentlemen, 
it is up to you,’ That may not be ac- 
cording to Lindley Murray, but I’m sure 
it is intelligible. Usually the resiliency 
of the English language is for purpose 
of allowing words to conceal thoug'ts. 
It is really up to you! 

“The Lady of Peacock Alley is an ex- 
ample of what I mean. All insurance 
men were classified by her with that 
unfortunate—or perhaps fortunate—in- 
dividual who had jarred her sensibil- 
ities by an untoward act, whatever it 
was. 

“IT want to intrude here an axiom as 
old as the: hills, the basis of much liti- 
gation, but neither limited by law suits 
nor to countersigning a policy. ‘The 
act of the agent is the act of the com- 
pany.’ It is the dreadnonght of slogans 
in the insurance field. I'll tell you why. 

Eighty Thousand Licenses 

“Early in 1919 my depar‘ment issued, 
agents. About how many do you think 
were issued? Guess! . Would it aston- 
as in 1918, licenses to companies’ 
ish you to know that 80,000 licenses 
were issued, to approximately 36,000 in- 
dividuals? Further, we issued 4,000 
licenses to brokers. Gentlemen, can 


you not see that we equipped with en- 


listment papers, a vast army of at 
least 38,000 who are, night and day, 
making their living from insurance, in 
the main? Truly it is an army; a vast, 
hustling army, offering as many nation- 
alities as the draft laws disclosed. How 
many policyholders ever saw a home 
office or home office officials? I've said 
that the acts of the agents are the acts 
of the company; and rigat there your 
army comes into action and it is always 
the zero hour for going over the top. 
The only knowledge that 99 per cent of 
the policyholders have of a home office 
is what they see of its agents. A man 
in ‘New Jersey has invented a square 
pea, guaranteed not to roll off the table 
knife. You could not indict a man for 
knife plying, nor could you indict cham- 
pion Jack Dempsey for wearing a lav- 
alliere, but in every phase of life tiaere 
are social standards and amenities, elu 
sive but trenchant. A tricky, frowsy, 
bad-mannered, needing-d-shave  indus- 
trial solicitor will destroy much confi- 
dence in Mrs. McCarthy wnen she takes 
the forty cents of weekly premium 
money from the tea pot; and so will a 
loud-mouthed, full-of-statistics broker 
who tells an otherwise sane client, ‘Say, 


I'll cover your stock at twenty cents 
off Board rates. Don’t throw your 
money away on that British company. 


They're robbers. We've got a nice lit 


tle cut rate fire company. And Agent 
Jiggers, who costs his butcher and 
baker and electric light maker thirty 
dollars’ worth of shoe leather in a 
chase after moneys due them, won't 
inspire reverence for home offices in 


his neighborhood, if he’s known as ‘an- 
other one of those insurance sharks,’ 
and his insurance commissioner is apt 
to receive letters from excitable per 
sons saying that they hold policies in 
such and such a company represented 
by a man near here named Jiggers, and 
please, sir, has his company any money 
or did it ever have any before Jiggers 
became its agent? Gentlemen, you are 
more on the defensive than salesmen 
in any other business. All the millions 
invested, the iong struggle of years, all 
your knowledge and labor and your elo- 
quence and the science of insurance 
itself seem to fall hopeless at times 
before vindictive silence of public sus- 
picion. It isn’t fair, and I know it as 
well as you. The result is a demand on 
each of you for most arduous work and 
sincere work. The greatest thing in 
the world is courage. You need it! 
You may cultivate it, yet, I appreciate 
that fear of neighbors has forced many 
a reluctant man to bathe once a week. 
After all, neighbors is synonymous with 
public opini n. Public opinion needn't 
worry you, but look out for a perennial 


steam roller known as Public Senti- 
ment! That MEANS something! 
Public Opinion is rampant just before 
the championship game starts, but 
Public Sentiment comes at the end of 
nine innings, and counts up the box 


score and tells you who won and how. 


I repeat: You are in a difficult voca 
tion. 
Public Contact Sought 
“You have my sympathy passively, 


and my plaudits positively. You agents 
will wrangie with your departments, 
but, as-is well said, ‘If you suffer, thank 
God, for it is sure proof that you are 
alive.’ Insurance commissioners are 
mervously human; we know our failings 
and limitations and are apt to know 
more about yours than you think we do. 
As a part of state executive activities, 
insurance departments are mainly to 
control, not to create; for states and 
nations are not business propositions. 
By their very nature they cannot b2. 
Competition is absent. There is no 
such thing as money making by or for 
a state or nation. T plead for personal 
contact with you. When your trials and 
tribulations overtake you, I pray do not 


blame all upon your department—or 
mine. Seek audience with your de- 


partment. Make it your father confes- 
sor but plead briefly—for state depart- 
ment officials are not supposed to work 
after four o'clock in the afternoon. The 
only time commissioners find to do the 
actual work—if they do it—is in the 
evenings, after you have laid bare the 
skeletons in your closets for burial or 
reassembling. It is impossible for any 


Radical Rules for Local Boards Suggested to Agents 


St. Paul Exchange Secretary Suggests Curtailing Company Repre- 
sentation, Advocates Sole Agencies, Prohibits Overhead 
Writing and Seeks Agents’ Qualifications 


Discussion of the subject “What a 
Local Board Can Do” was led by W. 58. 
Gilliam, secretary of the Insurance Ex- 
change, St. Paul, who said in part: 

“Did it ever occur to you that a local 
board can do anything it has in mind 
if the object in view is approached in 
the right spirit? A majority must be 
imbued with a sincere interest in every- 
thing that has for its aim the uplift of 


all angles of local conditions without 
fear or favor. 
“In my mind one of the essential 


things to make a successful board is for 
local agents generally to offer some 
evidence of intention to carry on the 
business of insurance in somewhat the 
manner that most men in other lines 
display in theirs. I am referring now 
to the employed, not the employer, for 
it is the position of the employed that 


local agents occupy. Give some evi- 
dence of real interest in the selection 
of business and fire prevention. Have 


the insurance companies feel that they 
are dealing with a lot of local agents not 
altogether bound up in what commis- 
sions may be derived from the aggre- 
gate of premiums written. Local ag- 
ents should remember always that they 
are the representatives of, and in fact 
the insurance company on the ground. 
This prerogative is important and may 
be used for either good or bad. There 
is great room for intelligence in this 
business of ours. If I may digress, 
state and special agents are just as 
much in need of that qualification as 
the local man. 

“It is fair to assume that your com- 
panies will want to co-operate with you, 
and willing to confine their business to 
members of a recognized local board. 
Of course you are going to find they are 
represented by agents in all four quar- 
ters of the town where there is a likeli- 
hood of getting a p.emium. To assist 
in clearing up this situation it is ad- 
visable to adopt a rule agreeing to rep- 
resent only such companies as are rep- 
resented by your-members and willing 
io co-operate with you, and it may seem 
advisable to go one step further and 
extend the rule to include all coin- 
panies represented by a state or special 
agent for either of them. This may 
cause some shifting of companies and 
take some little time to accomplish, but 
when once settled will prove of greai 
advantage in separating the ‘sheep from 
the goats.’ To know the value of your 


local hoard just make the experiment 
end you will find one of the essential 
things a ‘local board can do.’ 

“\dopt another rule, that from and 


afier the date of organizing, no member 
shall take the agency of a company un- 
less it be the sole agency. If, after a 
time, a member is deprived of all of his 
companies through the working of this 
rule, permit him to take the agency of 
one company whether it be the sole 
agency or not, for you would not be 


commissioner to satisfy all of von, 
though most of us try our best. Much 
must be endured, and—as Shakespeare 
said—if it can’t be cured, see that it 
is insured. Mistakes and grievances 
must be forgotten and condoned. The 
men worth while in life are those will- 


ing to acknowledge they are wrong. 
i'm often wrong—at least I'm told so. 
If we'd honestly confess our errors 
we'd live freer from the basements 


resulting from excuses and apologies 
and evasions. 


Breadth is Salvation 


Commissioner Donaldson went on 
to say that he has never heard of many 
who became rich in the insurance bus- 
iness, which, he said, {s a fair tribute 
to insurance because a real fellow sel- 
dom becomes rich. People become rica 
because they love money.” Tho speak- 
er continuing, said: 

“Any business is narrow and cramped 


treating a member right in depriviug 
him of his business altogether. To some 
this may seem like a drastic rule, but 
no member in real dead earnest in the 
business need have any fear, for if his 
business warrants it he will have no 
trouble in obtaining a sole agency, and 
if not he had better give way to ag- 
ents carrying on the insurance business 
solely, and not as a side line. 

“Adopt another rule prohibiting com- 
panies from accepting business in your 
territory written over the head of any 
of your members through some _ non- 
resident agent, by agreeing among 
vourselves to cease writing business for 
a company whose policy is found to 
have been written on property in the 
territory of your local board by a non- 
resident agent, supplementing this pen- 
alty with a provision, that if the policy 
found is thirty days old or more, it shall 
be taken as prima facie evidence that 
the company has knowledge of it and 
has givea its approval. 

“If in a locality where members em 
ploy solicitors, adopt another rule for 
their qualification and regulation. To 
my mind aside from the insurance busi- 
ness solely, real estate men should be 
the only others permitted to qualify; 
either of shorld be subject to 
close scrutiny before being certified. 
Certify each to the agency or member 
making the application, exclusively, 
permitting none to broker their business 
promiscuously, requiring him to enter 
into an agreement with the committee 
having in charge the approval of the 
application, that he will comply with 
vour rules governing solicitors; penal- 
ize him for a violation by depriving him 
of his certificate from your local board. 


Some may insist that your rules are too 


drastic, and savor of monopoly, but 
stand firm and you will minimize the 
number of grafters in the business and 
again demonstrate ‘what a local board 
can do.’ 

“Aside from these general rules may 
be cited incidentally, rules for the regu- 
lation of business between members, 
such as rates of brokerage, reporting 
unpaid and cancelled policies, adjust- 
ment and settlement of questionable 
losses, establishment of a clearing 
house for the settlement of monthly 
balances, with a multiplicity of other 
perhaps simple rules to establish a good, 
clear-cut understanding between the 
members themselves, and the members 
and the companies they represent. In 
cities and towns large enough to per- 
mit it, a municipal fire prevention 
squad should be established, subordi- 
nated to police authorities but neverthe- 
clothed with equal powers. In 
smaller towns, members of the local 
hoard should interest themselves in 1 
similar work by taking turns in serving 
cn a committee to inspect alleyways, 
backyards and basements of mercantile 
properties in their towns. 


less 


if you are narrow. Fundamentally in- 
urance is a broad game and your sal- 
vation is to maintain it so; for in its 
amplitudes you can span wider fields 
and associations. Breadth is the sal- 
vation of business and the nation. Per- 
functory scanning of a risk, the count- 
ersigning of a policy, the billing of a 
premium—these are but incidents. In- 
surance is vastly more encompassing 
than that. It is an integral part of vast 
activities which are legitimate. It 
sparkles with initiative and with 
opportunity for use of common sense 
and imagination. It is a livelihood for 
a good citizen and that is what you and 
I hope to be, and aim to be. Good cit- 
izenship means a fair deal and a square 
deal, which is tantamount to saying 
that 75 per cent of your make up and 
mine ought to be classified in the Big 
Manual as ‘Gentlemen, Class A, pre 
ferred.’ Being 75 per cent gentlemen 
is a high average.” 


fuil. 
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Automobiles Specialized 


= STATEMENT, JANUARY 1, 1919 





= . |. Saar arene $14,457,150.29 

= on. on ho ba ene heh een’ * $9,796,700.25 fe 
= CP $4,660,450.04 

= thing oes a ao ied a wa $2,000,000.00 

E Net Surplus to Policyholders....... $6,660,450.04 

_ ii lek akc tnniad unseen 84 William Street, New York 

= SOUTHERN DEPARTMENT, Atlanta, Georgia.............. S. Y. TUPPER, Manager 

= WESTERN DEPARTMENT, Chicago, Illinois................ P. D. McGREGOR, Manager 

= PACIFIC COAST DEPARTMENT, San Francisco, California... ROLLA V. WATT, Manager 

= MARINE DEPARTMENT, 84 William St., New York.......... JOHN E. HOFFMAN, Manager 
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President Allen Says Companies 
Should Encourage Agents Rather 
Than Be at Mercy of Brokers 





ENCROACHMENT UPON LOCAL LINES GIVES CONCERN 


Would Fight State Insurance With Nation-Wide Educational Cam- 
paign—Sees No Need for National Association to Enlist 
in Any Other Army 


President E. M. Allen did not review 
che work of the Association, leaving 
that to the executive committee. He 
nlunged right into the problems of the 
Association in a comprehensive address 
from which the following is taken: 

“No set of men may claim rights for 
themselves who are unwilling to re- 
spect the rights of others. In spite of 
the obviousness of that statement, how- 
ever, the principle animating it is re- 
yveatedly violated by all classes of men. 
We resolved not to violate it. We 
knew that the place cf the National 
Association in the American scheme of 
iusurance was secure. We felt that an 
enlarged sphere of usefulness was pos- 
sible, and realized that the tasks of en- 
largement had been transferred to us. 
We knew that constructive progre%s 
could only be achieved by co-operation, 
among ourselves and with other inter- 
ests collateral with ours. 

“The insurance agent is between two 
of these; the public on one side, the 
imsurers on the other. To the first we 
uwe service, counsel and guidance. It 
is not necessary for me to describe our 
relations to the companies. We are 
their agents. There is more serious 
meaning in that sentence than we gen- 
crally conceive. On both sides the re- 
lationship involves grea* and grave re- 
sponsibilities. But we are concerned 
cnly with our own. It seemed to us 
when we accepted your call to conduct 
the affairs of this Association that if 
at any point we were out of harmony 
with the insurance companies, we were 
bound to examine the facts with open 
minds, and while yielding none of the 
rights you possess as their representa- 
tives, to reconcile and settle all differ- 
ences. The companies are dependent 
on the agents. It is absurd to pretend 
otherwise. The agents are dependent 
on the companies. This state of inter- 
dependence denotes plainly a commu- 
nity of interests. Is it possible to pre- 
serve and enhzence those interests ex- 
cep by the very closest of co-opera- 
tion? If it is not, then it becomes the 
duty of both to respect the relationship 
which binds them together and thereby 
make that progress which is the ré- 
ward of honest endeavor. 

“Guided by these principles we have 
discharged the task of caring for your 
interests during the past two years. 
We believe upon examination you will 
find that the Association has not only 
increased substantially in membership 
and material resources, but that its in- 
fluence in the councils of insurance has 
been at least maintained at a proper 
standard. 

United States Chamber. of Com- 
merce 

“Shortly after the Cleveland meeting 
your Association joined the Chamber 
of Commerce of the United States, 
which organization has recently cre- 
ated a division of insurance. 

“The local agents as the business 
nen of insurance of the country must 
now do their share ‘in their own Cham- 
vers of Commerce to prove that insur- 
ance is one with shipping and bank- 
ing. For two years we have repeatedly 
urged agents to enter effectually imto 
the commercial life of their communi- 
ties. I believe »hat such a course will— 

“1. Increase the local agents, busi- 

ness; 
“2. Give him new acquaintances and 
a broader horizon; 

“3. Add to the prestige and strength 
of the State and National Asso- 
ciations. 


“The agents must have representa- 


tion on the new insurance committee 
of the Chamber of Commerce of the 
United States, and should take part in 
the discussions that are sure to follow 
by attending meetings ind conferences 
of. the Chamber whenever possible. 
“Your local boards can become im- 
portant divisions of community organ- 
izations by directing and encouraging 
fire prevention work, and by adding 
technical training and experience to 
the development of plans for better 
water protection, improved fire depart- 
ments and the general reduction of fire 





E. M. 


ALLEN 


hazards. It is most essential that you 
zive serious heed to this matter. The 
:oecal agent who gauges the service he 
renders to his community or his com- 
panies by his 17% per cent commis- 
sions alone, would best prepare him- 
self for a change of occupation. 
Joint Conference Committees 


“The appointment of a standing con- 
ference Committee by the National 
Koard, and the formation of the co-op- 
erative committee of the Southeastern 
Underwriters’ Association are encour- 
aging indications of the new relation- 
ship existing between company organ- 
izations and your state and national as- 
sociations. A fundamental weakness of 
insurance has been ‘he lack of a defi- 
nite understanding between companies 
and agents, resulting in mutual dis- 
trust and suspicion and in inordinate 
selfishness and greed where premiums 
are concerned. 

“Through our conference committees 
we shall now provide the common 
ground on which we can meet the big 
and little agent, the big and little com- 
pany. We shall have confidence in each 
cther and abuse no trust. Our meet- 
ings should profit neither side more 
than- the other, but should be used as 
a clearing house for thoughts and ideas 
that will result in mutual gain and in 
the substantial betterment of the busi- 
ness. We must subordinate neither side 
to the other but must clearly recog- 
nize our mutual rights and equities. 

Encroachment of Brokers 


“Commissioner Young in his recent 
address at Hartford said: ‘There is no 
doubt of the position of the agent un- 
der the present system of transacting 


the business, and that when he renders 
proper service to his company as well 
as the assured he is invaluable. * * * 
The writing of business by companies 
for brokers over the heads of their 
regularly licensed agents is not justi- 
fiable and doing so at lower rates than 
‘they will allow their agents to use 
should be severely condemned.’ 

“In this connection we must view 
with no little concern the gradual en- 
eroachment of outside brokers in the 
territory rightfully belonging to local 
agents. 

“It the assured wishes to deal with 
prokers in preference to local repre- 
zentatives, everything being equal we 
can interpose no objection, as the Na- 
tional Association cannot put itself in 
the position of attempting to maintain 
4 monopoly unwelco.ne to the public. If, 
however, any of our companies give to 
these energetic brokers inside terms by 
which they are enabled to take a cus- 
tomer from a local agent, we have a 
just and equitable complaint and should 
exert the full force of our Association. 

“It seems to me far better for com- 
panies to encourage the education of 
agents competent to handle these big 
lines locally throughout the entire 
eountry than to be at the mercy of a 
iew powerful brokeis who force ir- 
regular concessions from companies by 
virtue of the huge premiums which 
they control. If the concentration of 
the business in the hands of brokers is 
permitted to continue without restraint, 
within a few short years the companies 
will be entirely subservient to the 
whims and dictates of 1. few dozen big 
firms who can never be anything but 
exclusive agents of the assured. 

“The recent oil mill situation in the 


South furnishes cause for grace con- 
cern. We have not heard the last of 
that proposition, and if the deal is 


finally put through it will be interesting 
to know just which companies wili be 
on the risks, as certainly those whose 
names have been published cannot car- 
iy the entire load. 

“The Contractors’ Service Corpora- 
tion recently organized in New York 
is the boldest example of the profiteer- 
ing middleman that the war has yet 
produced. It outbrokers the brokers 
at their worst. While it is a direct 
thrust at the American Agency System, 
! question if it 1s not also a menace to 
‘he compensation, liability and con- 
tract bond business of stock companies 
as well. 

“In any discussion of these matters, 
powever, do not overlook the fact that 
agency appointments and _ residen* 
agency laws do not of themselves guar- 
antee adequate service to the assured. 
if brokers, with no advantage in rate 
or form, can offer better service to cus- 
tomers than the local agent, the latter 
has no one but himself to blame if he 
loses the business. ffficiency is the 
keynote of American business, and any 
agent worthy of the name can become 
efficient if he is inclined to be so. 


Ownership of Expirations 


“The National office has been advised 
tnat in several ins‘ances the expira- 
tions of agents resigning companies 
1ave been furnished to their succes 
sors. Local agents are the sole own- 
ers of their expirations. We _ hold, 
however, that the agent who attempts 
to raid the business of a competitor by 
using expirations furnished him by a 
company is just as guilty as the com- 
pany We should pledge ourselves at 
this meeting never to solicit or accept 
“rom any company the expirations be- 
longing to another agent. 


Conservation and Fire Prevention 


“One of the greatest single oppor- 
iuities for service open to local agents 
is community fire prevention work. 
The agent can amply justify his ex- 
‘stence in this field of endeavor alone. 
We consider fire prevention one of the 
most important subjects before this 
convention, and urge your considera- 
‘ion of a comprehensive plan that will 
result in all of our members co-operat- 
ing and affiliating individually and 
through local boards with the fire pre- 
vention activities of the National Board 


ot Fire Underwriters, th National Fire 
Protection Association, and of any and 
all other organizations interested in 
the reduction of fire waste. 
State Legislative Committees 
“The most important commi 
} mittee of a 
state body is the legislative committee. 
It should be carefully chosen from 
——— = more influential members 
rho w respond willing 
pe ngly whenever 
“During the past year sc 
‘Dur s r scores of loca 
boards have been vrganized in the 
smailer towns, while several of the 
arge cities of the country unorganized 
ior years have finally fallen into line 
with wonderfully satisfying results 
State Insurance 


In my opinion, there is only one wa 
oO fight the growing menace of State 
insurance and that is by means ‘of 
nation-wide, properly directed campai ~ 
of education and publicity. If we re 
only tell the people of this country th 
pte facts about insurance, the Aamo 
Pathe Reems an —ry _ oo — 
The Toman \ mule die ‘aborning. 

: y organization thrives on 
ignorance, prejudice and class hatred 
out with plenty of money and organiz- 
ed eo already a serious prob 

Several of the Northern states 

und threatens to spread over most > 
the country. 1 o 
pm amon companies are doing 
but the note io oad “4 cece 
that will reach tl 9 ae ee 
American peo — = <4 
ple who are willing 

enough to believe if only the real trut? 
is told them. . 
aan — this National Asso- 
8 cient for its own pur- 

poses and for all of them. Either it 
can protect the interests of all its 
inembers or it cannot. If it can, and 
cere ~Sgy Myg hy it should do so. 

» We, members of the Na- 
cal aa in ee should be self reli- 
‘ r ourselves, and in our 
own name, all that needs to be done 

“Why should we enlist in any other 
army? We are an Association of in- 
surance agents capable, when united 
vnd working harmoniously together, to 
safeguard our own interests. Is it not 
a confession of weakness in us to de- 
pend on any other organization to pro- 
‘ect us when in trouble? Either we 
are capable of handling our own affairs 
a8 agents, nationally and in the vari- 
ous state bodies, or we must confess 
our organization to be a_ superfiuity. 
Think this over when you return home. 

“Insurance is of national importance, 
and in order to achieve deserved suc- 
cess in the world trade it must have 
the sympathetic backing and support of 
ull the enterprise and initiative of this 
nation. There should be a uniformity 
of insurance laws in all states that will 
protect the honest assured, penalize 
incendairism, regulate taxation, and at 
ihe same time afford a reasonably cer- 
tain underwriting profit. Insurance 
should no longer be exploited by state 
legislatures for the benefit of their 
uwn states; it must be given every pos- 
sible opportunity to work for America 
and for the credit and aonor of Ameri- 
can business. Instead of eliminating 
any existing feature, every division of 
the business must be strengthened and 
encouraged by wise legislation, due 
privilege and adequate compensation 
to spread and develop as a power for 
good in every direction. 

“So, as insurance men and loyal citi- 
zens let’s pull for America and for 
American leadership. 

“Instead of closing the United States 
to the world we must open the world 
for the United States. 

“Instead of ruling out foreign insur- 
ance companies we will need every 
eood one they have, and shall send our 
~ood American companies in search of 
business all around ‘he world. 

“Co-operation is the order of the age; 
co-operation in every essential to 
safety, and competition in every ave- 
nue of service. Now is tae time to 
help business, not to restrict it. With 
co-operation and wise leadership every 
highway of commerce will open to the 
growth of America.” 
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Adding the Benefit of Service 


to Sure Indemnity 


The property of the patrons 
of your office is at the mercy 
of the public conscience in 
your community. 


The Hartford Fire Insurance 
Company realized long ago 
that every fire is a setback; 
that after a fire no man can 
begin where he left off; that 


‘ some part of his life’s work 


must be done over again; 
that the money he received 
is only a part of the real 
loss. 


That is why the Hartford 
places the service of its fire 
prevention engineers at the 
call of its local agents. 


For variety and extent of salable coverage 
available for building up the business of its 
agents, as well as for helpful agency service of 
many kinds, the Hartford occupies a position 
which is unique in the insurance world. 


HARTFORD FIRE: INSURANCE COMPANY 


HARTFORD, CONN. 
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Ease With Which Development 
Fund was Raised Considered Out- 
standing Feature of Year’s Work 


COMPANIES LETHARGETIC AS TO MUTUAL COMPETITION 





Executive Committee Advocates Zone System Pending. Procurement 
of Paid Secretaries—Live Legislative Committee in Every 
State Prime Necessity 


In beginning his report as chairman 
of the executive committee, Chairman 
Fred J. Cox characterized the receipt 
by the treasurer of the Power Develop- 
ment Fund as the outstanding feature 
of the year’s work. He recalled how, 
at Cleveland, last year, it was hoped 
that $15,000 would be subscribed. In 
reality $24,680 was pledged in a few 
hours and the fund later grew to $28,- 
000, 2 wonderful expression of faith and 
couLdence in the organizalon. Chalr- 
man Cox then proceeded with his re 
port, from which the following is taken: 

“We have felt that this sum should 
be kept apart from our general funds, 
to be drawn on from time to time as 
rapidly as increased activities could be 
developed with due regard to sound 
business efficiency; using these moneys 
not for a quick splurge to make a 
showing for one year only, with the 
resulting necessity of coming back 
again to the next onvention for more 
special contributions, but developing 
more strength and power in our Operat- 
ing machinery as a permane.at adval- 
tage to be held firmly and again built 
upon; so that what expansion we have 
achieved will endure fer future admin- 
istrations and not cause them wo re- 
trench and go backward. 

Paid Secretaries Wanted 

“An inherent weakness of our organi 
zation results from the fact that we 
have too few paid helpers to do the 
work; that performed by unpaid met- 
bers, who are willing to sacrifice their 
own interests, becomes too gzreat a 
burden. Had we a paid secretary in 
each state unit, together with the men 
directly compensated by the national 
office, there is no reasonable develop 
ment to which we could not attain. 


Zone System Advocated 

“The year’s experience has demon- 
strated that until we can reach the ideal 
ituation of a paid secre ary for each 
state, we shonld approximate this as 
far as our means will allow by dividing 
the country into zones, making our 
special representatives responsible for 
a certain field of state associations, 
traveling constantly over them, helping 
the state officers, adding new member- 
ships and advertising, and renewing in- 
terest in the national body. 

“We believe the incoming executive 
committee will be justified in adding 
to the number of our present. field force 
and trying out this plan. It has ever 
been our thought, however, to see a 
Iture when there will never be fewer 
than two traveling organizers—rather 
than six this year and none the next, 
when the funds are gone. 


“California has felt neglected for 


years ood the Pacific Coxst «tates have 
almost gotten away from us. There- 
fore, the trip of the national secre- 


tary tor seven weeks this spring has 
been of great value in renewed en- 
thusiasm in that territery. Membership 
campaigns have been conducted in 
twenty-two states since the Cleveland 
Convention with gratifying results, an 
our percentage of increase over last 
year’s total is 36 per cent. Our operat- 
ng expense for the fiscal year ending 
August 31, has been $46,658, several 
thousand more than our receipts. De- 
tailed information on these points will 
be gladly furnished’ on application. 
For Self-Graded Dues 

“Wherever a National representative 
has attended at state meetings this year, 
he has urged the self-graded dues sys- 


tem recommended by the executive 
committee. Our state association 
treasuries must be filled for their own 
local needs. 

“Our National organization and our 
state bodies should be self-sustaining--- 
not poverty-stricken and anaemic—and 
they will be when we pay the annual 
dues we owe it to ourselves to pay. 

“Our constitution and by-laws need 


FRED J. 


COX 


revision. We recommend that this con- 
vention instruct the incoming execu- 
‘ive committee to prepare such revision 
and submit same to the next mid- 
winter conference for action. 

“The Bulletin is now on a twelve- 
page basis instead of eight, with ad- 
vertisements off the front page and 
more real stuff on the inside. Our ex- 
pense in this connection has been tre- 
mendously increased in common with 
all other papers. We should have a six- 
teen-page issue each week and there 
should be an increased staff to handle 
the work. 

“The executive committee has been 
constantly in touch with your affairs 
during the past year and all matters of 
policy have been passed on by the en- 
tire committee, either in person or by 
have interested us exceedingly and much 
correspondence. Affairs at Washington 
valuable work has been accomplished 
which could not be wisely detailed here. 
With every little bureaucrat in Wash- 
ington looking to put something over 
on the fire and casualty agency busi- 
ness we are fortunate that the tide 
turned before we were swept away. 
The National Association of Insurance 
Agents dared to fight for the freedom 
of the individual and resist unnecessary 
governmental encroachment when it re- 
quired nerve to do so and-I am proud 
of the service we rendered to our coun- 
try and ourselves in so doing. 

‘Valuable work was also done in the 
state legislatures last winter in help- 
ing to defeat many monopolistic labor- 
inspired compensation laws. Let this 
eocialistic blight heeome farteced on 
the insurance fraternity and state fire 
insurance, automobile insurance and 
health insurance are bound to follow—— 
then exit insurance agent. 


Need for Local Committees 
“We must emphasize the vital neces- 





“will be read to you at this 


sity of real, live, capable legislative the American Agency System, and their 


committees in each state association. 
It is our duty to be on guard as never 
before to defend ourselves. A real, red- 
blooded, on-the-job legislative committee 
of agents, for agents, by agents, justi- 
fies the existence of any state organi- 
zation and is its most important factor. 
If some of you are complacent now— 
wait awhile and the Townleyites of 
North Dakota will “get yer” if the pros- 
elyting Ohio compensationists do not. 

“Wita regard to casualty matters we 
have been active at various times this 
year—threatened reduction in acquisi- 
tion cost and fighting certain mutual 
competition which was bent on elimi- 
nating many of us from our chosen 
lines of activity. In our activities in 
handling casualty matters we have 
worked in harmony and accord with 
the National Association of Casualty 
and Surety Underwriters where our in- 
terests were identical. 

“Mutual non-agent competition is a 
vital question of the hour and this con- 
vention may well devote its careful 
thought to ways and means of combat- 
ing this growing danger to the agent. 


Companies Not Helping 


“The mutuals advertise--send repre- 
sentatives to speak at all kinds of busi- 
ness gatherings—they have a _ propa- 
ganda and work at it in and out of 
season. What are the stock companies, 
the agents’ companies, doing? Nothing 
so. far. The whole government at 
Washington seemed obsessed with the 
non-agent mutual casualty idea all dur- 
ing the war. It’s in the air. It spells 
our elimination if we don’t beat it. 

“At the last convention the ownership 
of casualty expirations was discussed. 
In accordance with your instructions 
we endeavored first to work out a plan 
of a uniform rider to be suggested to 
our members, to be attached to casualty 
contracts, recognizing the expirations 
as belonging to the agent. This plan 
was not found feasible. Following this, 
the Secretary wrote a letter to all the 
prominent casualty companies asking 
them for their attitude on this subject. 
Many replies have been received and 
onvention. 
We recommend that a co-operating list 
of casualty companies be established, 
placing in it those companies which 
agree to this principle. 

“At the mid-winter conference in- 
structions were given to us to take up 
the subject of a suitable emblem or de- 
sign to be placed on the letter paper 
of all our members. We are pleased to 
report that many of our members have 
fallen in line and are now using the 
emblem on their letterheads, but the 
response is not anywhere near as ex- 
tensive as it should be. 


Dropping the Surcharge 


“There is one body of officials in the 
country which has to do with insurance 
outside of our national congress and 
state legislatures that is receiving the 
thoughtful attention of the American 
insurance world at the present time—a 
body which appears to be growing more 
powerful as the months go by. I refer, 
of course, to the National Convention 
of Insurance Commissioners. While 
there are differences of opinion as to 
the propriety of the commissioners of 
the different states in joint-session as- 
sembled ruling for states other than 
their own, their influence is to be 
reckoned with. To everyone, apparent- 
ly, but the companies—and I refer to 
the general public as well as to the 
agency force of the country—the .7re 
moval of the surcharge “was somewhat 
of a jolt. There had been no demand 
whatever by the pureasers of insur- 
ance for a decrease in insurance rates. 

Seeking Better Agents’ Law 

“We believe these gentlemen did their 
full duty as they saw it; nevertheless, 
I trust we may be pardoned if we go 
on record as expressing our regret at 
this uncalled-for action. While we 
differ with the commissioners in this 
particular, we know that in general and 
as a body they are well disposed to 


prompt action recen‘ly in meeting the 
defiance of their resident agency laws 
merits our hearty thanks. The Nation- 
al Association must do everything in its 
power to increase the respect of the 
commissioners for our organization 
and our calling. The executive com- 
mittee met recently in Hartford at a 
time when the commissioners were in 
session, and we hope, by reason of the 
informal conversations that occurred at 
that time we have laid the groundwork 
for a closer relationship. We have 
asked the commissioners to appoint a 
conference committee from among 
their number in order that we may 
get together and discuss matters of 
mutual interest. The National Associa- 
tion would like to participate with the 
insurance commissioners in working 
out a proper nation-wide uniform 
agency qualifications law, fair to com- 
panies, agents and the public. 


Suggests Examinations 


“If every agent in the country today 
were forced to pass an examination on 
his knowledge of his business, the 
standard of our calling would be great- 
ly raised. Enacting laws attempting to 
eliminate men from insurance because 
they are also carrying on other lines 
of business with insurance is not sound 
American doctrine. Every citizen has 
the right to earn his living in his own 
way, provided he does not conflict with 
the law. Those who desire to enter the 
business should be adequately informed 
as to the policy conditions,—a protec- 
‘tion to the public which should be 
recognized by those in authority. 
Should this principle be applied through 
ngency qualification laws throughout 
the country, there would be much less 
antagonism to us, and there would be 
no question in the minds of our cus- 
tomers as to the real need for our exis- 
tence. We can never hope, unless backed 
by proper qualification laws, to educate 
the thousands of agents in the country 
to the proper idea of the service they 
must give. Unless we are able in the 
next ten years to effect some such re- 
form as this, it is going to be very diffi- 
cult to preserve our business as it ex- 
ists today. 


Company Co-operation 


“You read much of overhead writing. 
The executive committee has been very 
busy lately in doing its utmost to sus- 
tain the principle on which the whole 
welfare of ourselves and the National 
Association rests We believe that: no 
effort should be spared to preserve this 
principle as the Monroe Doctrine of 
the National Association. It has been 
the policy of your executive commit- 
tee to not too soon jump to conclusions 
in any controversies and in cases where 
there have appeared to be violations of 
the co-operative agreement between us 
and any of the comvanies, we have 
sought first to establish the facts before 
taking any action. It is much better 
for all of us to reconcile our differences 
in conferences in an effort to arrive at 
a satisfactory understanding than to 
proceed to extremes—but if we must 
fight, let that be the final remedy. 


“During the past year many cases of 
differences between our members and 
their insurance principals have been ad- 
justed by your officers and committees 
in a most amicable way. We have 
found that in the majority of instances 
the companies have been only too glad 
to remove disturbing factors in the con- 
treversies,. Your executive committee, 
however, would not hesitate at any time 
to acquaint you with a definite refusal 
on the part of any one of our co-opera- 
tive companies to live up to its agree- 
ment with this Association and to the 
limit of their ability enforce your 
rights. The appointment by the Na- 
tional Board of Fire Underwriters and 
the South-Eastern Underwriters Asso- 
ciation of conference committees to 
handle our mutual interests are events 
for which every member should feel the 
highest gratification. They are a sub- 
stantial acknowledgement of the influ- 
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ence and usefulness of this organiza- 
tion. 


Overhead Writing 


“The increasing aggressions against 
the peculiar privileges of the local 
agents by brokers in concentrating 
large lines to be written overhead, of 
which we have two pending examples 
now, and the growing practice of the 
re-insurance of non-agent mutuals by 
stock companies are among the grave 
problems which will demand our best 
future consideration in conference with 
the companies. The first evil mentioned, 
results in an unquestioned violation of 
the cooperative agreement which exists 
between us and the fire companies; and 
the second sets up on the part of th2 
stock companies an unwarranted com- 
petition with their own agents by grant- 
ing re-insurarnce facilities to mutuals. 

“It is quite natural for us, as agents, 
to formulate clearly in our minds those 
principles of conduct which we believe 
should guide the companies in their re- 
lations to us. Is it not, on the other 
hand, equally desirable that we should 
also lay stress on what the companies 
have a right to expect from us? Are 
we not prone to see only one side of 
this relationship? Our mutual interests 
are identical, inseparable, and must of 
necessity be guided by a spirit of fair- 
play and the square deal if we would 
succeed in raising our business in the 
estimation of the public. Little can be 
said in our defense when we do not 
practice what we preach. 

“Our Association motto, ‘to support 
right principles and oppose bad prac- 
tices in underwriting,’ is a worthy one 
and applies to our relations with each 
other, as well as to the companies. 
When any agent puts his company on 
a poor risk with his eve on the com- 
mission and oblivious to the company’s 
interest from the fire hazard stand- 
point, he inflicts an injury upon himself 
and the whole agency system. How 
many of us, when a risk is sent us ip 
our territory from the home office, 
seriously regard our instructions and 
decline it if we think it is questionable? 
Many of us do—-some do not. 

“In innumerable ways we can enhance 
our own value with the companies if 
we conscientiously regard the responsi- 
bilities entrusted to us as their agents. 
Of course, it is a truism to assert that 
if agents did not solicit the expirations 
of a brother-agent there would be nv 
controversies over ownership of expira- 
tions to take up with companies. But 
it is a hard, cold fact. If we all stood 
firmly together on commissions allowed 
to brokers, it would be easy to secure 
company support. as against brokers’ 
encroachments. Only through living up 
to the highest ideals of good practices 
in our intercourse with each other will 
we be able to effect those reforms 
which must be made if. the American 
Agency System is to endure. 

“The mission which the National As- 
sociation has to perform reqypires noth- 
ing less than sanity, good faith, un- 
selfishness and co-operation. Our goal 

the greater well-being of the insur- 
ance business—-may be reached by edu- 
ating the public and ourselves and by 
living up to what we know is right. The 
spirit of coercion unfortunately pre- 
vails in some quarters of our industrial 
life today. The right of the individual 
to earn his own living in his own way 
seems the subject of attack as never 
before in the history of our free gov- 
ernment. Sovietism and anarchy are 
weapons more and more frequently 
wielded by people whose minds are filled 
only with greed and selfishness. None 
of this evil is a part of our conscious- 
hess as servants of a great public in- 
strumentality or as members of this 
great Association. Our course runs 
counter to this micenided form af e- 
operative effort. The National Associa- 
tion of Insurance Agents is firm in its 
devotion to the American idea that the 
reward should go to him who has 
honestly won it through ability and per- 
severing industry. Our influence is 
great. It is at the service of our coun- 


Successful Builder of “Side Lines’”’ 
Presents Facts and Figures on How 
Twenty Branches Were Developed 


BUSINESS IS MADE PROOF AGAINST SEVERE SETBACKS 


Publicity Department of J. A. Giberson’s Alton Office Becomes 
Institution to Which Townspeople Look With Keen Interest 
For Timely Insurance Tips 


Development of side lines proved 
an interesting subject, as handled by 
J. A. Giberson, Alton, Ill. This topic 
was on the program for discussion, led 
by Mr. Giberson, who showed in a com- 
prehensive tabulation how ‘in 1909 his 
office wrote eight separate lines of 
business and in 1919, 20 lines. In his 
talk he said: 

“Alton is an industrial city of about 
30,000 people. My office is a one man 
office in as much as I have no sales- 
men, but have two assistants. I start- 
ed in the insurance business September 
1, 1908, and the first few months were 
rather indifferent so far as any marked 
success was concerned, therefore. as 9 
basis in presenting my ideas I will 
consider the year 1909 as my first year 
in business. 

“T produced business in eight depart- 
~ents and the percentages of business 
in those departments as compared to 
our total volume of business for the 
year were as follows: Live Stock 2 
per cent.; Plate Glass one-half per 
cent.; Fire 83 per cent.; Tornado 1 ne* 
cent.; Automobile Fire and Theft 2% 
per cent.; Liability and Compensation 
8% ner cent: Accident and Health 
1% per cent.; Farm 1 per cent. In 1912 
Illinois adopted a workmen’s compen- 
sation law and by 1914 I had increased 
mv business above five times over 
what it was in 1909. The percentage 
and lines written in twelve depart- 
ments were as follows: Live Stock 
1% per cent.; Plate Glass 1 per cent.; 
Rurglary one-quarter per cent.; Fire 
28 per cent.; Tornado three-qvarterg 
ver cent : Marine 2'4 per cent.; Auto- 
mohile, Fire and Theft 1% per cent.; 
Liability and Compensation 5414 per 
eent : Accident and Health 4 per cent.; 
Bonds one-half per cent.; Life 4 ner 
cent.; Farm 1% per cent. Op to this 
time we were representing a large 
Fnelish cornoration for casualty lines 
that was not a member of the eonfer- 
ence, and in the early part of 1915 a 
new conference was formed and our 
company became a member, and to use 
. slang expression ‘we were out on a 
limb.’ and we certainly got shot at 
and hit by the non-conference compa- 
nies and some of the comnanies that 
were supposed to be members of the 
conference. with the net result that in 
the year 1915 we did ahont 55 per cent. 
as much business in all lines as we did 
in the year 1914, which meant that 
we lost about 80 ver cent of our com- 


try. Though firmly conscious of our 
own rights, we are mindful of the equal 
privileges of others. Let us keep on 
this firm foundation and do our part in 
this day when true American citizen- 
ship is put to the test. 

“We did not fail in a crisis and we 
are proud of our record as insurance 
men during the trying days of war so 
happily gone. But now. today, we take 
up the fight of reconstruction—a battle 
for the right and the privilege to live 
under the American Constitution—the 
charter which has made us the nation 
we are. It may be a fight. If so, we 
will not flinch from the contest which 
may again determine for all time that 
this is and will continue a ‘government 
of the people, by the people and for the 
pepole,’ and that it ‘shall not perish 
from the earth.’” 


you have never been in this position, 
I want to say to you that it is very 
embarrassing, to say the least, and 
while my particular case was only an 
incident in the general insurance busi- 
ness, it must be a calamity when every 
agency in a state has all of its business 
wiped out in a certain department by 
the establishment of a state fund which 
I understand was the case in Ohio and 
in several other states. 

“When you face a situation of this 
kind, I believe that you will agree 
with me that you will arrange to con- 
duct your business in the future in 
such a way that the loss of all the 
business in any department will not 
vitally affect your income for the 
year. So during the latter part of 1915 
I definitely decided that the proper wav 
to develop my business was by special] 
attention to the so-called ‘Side Lines.’ 
Therefore, beginning with the year 
1916 I arranged for a plan of special- 
ization in the miscellaneous lines. 

“In 1909 I wrote business in eight 
departments, in 1914 twelve depart- 
ments, in 1918 nineteen different de- 
partments are represented. You, of 
course, must realize that many of these 
departments are sub-divided again into 
further miscellaneous lines, but these 
nineteen denartments plus our twenti- 
eth department, which we opened in 
1919 for the writing of hail insurance 
will sib-divid? an agency business s‘1f- 
ficiently. The 1918 percentages were: 
Live Stock 2 per cent.; Plate Glass 2 
per. cent.; Burglary 1 per cent.; Com- 
bination Residence one-half per cent ; 
Fire 38 per cent.; Tornado 5 per cent.; 
Marine 2!4 per cent.; Automo’ile, Lia- 
bility, Property Damage and Collision 
7% per cent.; Automobile, Fire and 
Theft 4 per cent.; Liability and Com- 
rensation 1434 per cent.; Accident and 
Health 10 per cent.; Registered Mai! 
one-quarter per cent.; Bonds 2 per 
cent.; Life 54 per cent.; Farm 1% 
per cent.; All Risk Jewelry one-quarter 
per cent.; Tourist Baggage one-quarter 
per cent.; Mail Package one-quarter per 
cent.; Exnlosion and Riot 1% per cent. 

For 1919 to date these percentages 
in the same lines were as follows: 
Live Stock 2 per cent.; Plate Glass 2 
per cent.; Burglary 5 per cent.; Com- 
bination: Residence one-half per cent.; 
Fire 36 per cent.; Tornado 3 per cent.; 
Marine 2 per cent.; Automobile, Lia- 
bility and Property Damage and Col- 
lision 9 per cent.; Automob‘le, Fire 
and Theft 5 per cent.; Liability and 
Compensation 10 per cent.; Hail one- 
half per cent.; Accident and Health 10 
ner cent.; Registered Mail one-quarter 
per cent.; Bonds 1 per cent ; Life 9 per 
cent.; Farm 2 per cent.; All Risk Jew- 
elry one-quarter per cent.; Tourist Bag- 
gage one-quarter per cent.; Mail Pack- 
age one-quarter per cefit.; Explosion 
and Riot 1 per cent. 

Most Important Lines 

“These figures may not interest vou 
-s much as they do me, but in 1909 
the two departments of fire and com- 
pensation and liability produced 9114 
ner cent. of our premium income; in 
1914 92% per .ent.; in*1918 53144 per 
cent.; and for 9!4 months this year 
have produced 46 per cent. of our busi- 
ness. I could lose my entire liabilitv 
and compensation department and hard- 
ly feel it. I could even lose my entire 


fire business. and by rearranging my 
office and releasing one of my clerks 


would make about as much money as 
I do today, so the development of ‘side 
lines’ has meant much to me, and I am 
sure that it would mean as much to you. 

“T realize that every man here is a 
successful insurance agent, or he would 
not be here. And, no doubt, there are 
many of you who are producing busi- 
ness in every line that I am, however, 
I have talked with company officials and 
field men and they advised me that the 
rank and file of insurance agents out- 
side of the big centers are not produc- 
ers in the miscellaneous lines, there- 
fore, my own plans and ideas perhaps 
will be interesting to those of you who 
come from the medium sized cities and 
small towns. I work by seasons and 
events. I have the latest model Dick 
mineograph in my office and an ad- 
dressograph with a large list of names. 
In October, 1917, the Aetna Life had 
a special accident and health produc- 
tion contest. There were four grand 
prizes for various sizes of cities, and 
Alton being listed less than 25,000, 
1910 census, I came in the fourth class. 
I entered this contest, and on Septem- 
ber 25, I sent out a letter to a selected 
list of names in the city advising them 
of the nature of the contest and ex- 
plained the accident and health con- 
tracts which I wished to sell on their 
merits. I sent to these same men dur- 
ing the month of October six different 
general letters advising them of the 
progress I was making, and develoned 
such an interest among these men that 
many of them would stop me on tho 
street and ask for the ‘latest done’ an] 
advising me of men to see whom they 
thought I could sell, with the net re- 
sult that I sold 78 policies during the 
month amounting to about $1,700 in 
premiums and incidentally won first 
prize in my class. 

One-Cent Circulars 


“The next big campaign that I put 
on was in March, 1919, after we hal 
had two rather severe windstorms a‘ 
very close intervals. This campaign 
wes conducted with one cent circular 
letters and personal interviews with the 
result we sold several thousand dollars 
worth of tornado premiums in March, 
April and May, and you will note that 
in 1918, 5 per cent. of our business 
was produced in the tornado depart- 
ment against three-quart:rs per cent. 
in 1914. The next campaign was put 
on in April, 1919, for the various classes 
of burglary insurance following a hold- 
up, which occurred at two o-clock in 
the afternoon where $1,700 was taken 
from a_ saloon-keeper who had _ this 
money to cash and checks. At six o’clock 
that night we had approximately 1,500 
letters in the mail calling attention 
to the robbery and the fact that we 
sold insvrance covering such a loss at 
2 very low premium and that we sold 
all forms of burglary insurance, with 
the result that for 1919 our bugrlary 
premiums represent 5 per cent. of our 
business, whereas in 1918 it only rep- 
resented 1 per cent. and one-quarter 
per cent. in 1914. 

“Our last campaign the latter part 
of J-ne this vear, when I attempted to 
develop our farm business, using asa 
leader the farm grain certificate. We 
circulated about 1,200 farmers, and not 
havine a mailing list of names we 
found how many boxes there were on 
each rural route and addressed to th> 
box numbers on the route. This, of 
course, in itself was not very satisfac- 
terv, and the results were not as sat’s- 
feetorv as they would have been had 
} had the time to follow up the circu- 
er ‘letters. However, I demonstrat?1 
the fact that all that was needed to 
make a complete success of it was a 
rersonal follow-up as on one main road 
leading out of Alton I spent one entir2 
dav and sold every farmer I called on 
excent four, and also developed quit 
a little other business beside the grain 
certificates. I have put on anv number 

(Continued on page 18) 
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Best Service Insurance Men Can 
Render Country is in Promoting 
Spirit of Militant Patriotism 





PRESIDENT F. C. BUSWELL OF NATIONAL BOARD SPEAKS 


Lays Bare New Dangers Confronting United States, Declaring 
Disorganized and Careless Majority Must Revive 
Its Organization 


F. C. Buswell, president of the Na- 
tional Board of Fire Underwriters, 
spoke in his address of the new stand- 
ing committee for conference with the 
egents’ association as ‘fa recognition of 
a certain community of interest, priv- 
lege and duty in which a point of con- 
tact is meeded if we are to utilize all 
our energies and influence to the best 
advantage.” Mr. Buswell, who is vice- 
president of the Home, of New York, 
end naturally has an unusually large 
acquaintance among the members of the 
National Association, said further in 
the course of his address: 

“Our two organizations deal with 
different phases of the same general 
subject and it is in the hope that your 
efforts and ours may be better co-ordi- 
nated, and that as- we serve the public 
be‘ter we shall the better serve our 
own interests that we are here today. 


“At the outset it will perhaps be 
well to make clear to you precisely 
what the National Board is; what its 


activities are as well as its limitations. 
It is a voluntary organization of stock 
fire insurance companies, fifty-three 
years old and at present its member- 
ship of one hundred and fifty-one, com 
prises practically all of the companies 
of any importance doing a general as 
iistinguished from a purely local busi 
ness. In its early days it attempted 
to regulate all details of the business, 
but after a turbulent experience ex- 
tending over a period of some ten or 
twelve years, all control over rates 
and practices was abandoned in April, 
1876. and ten years iater the dead let- 
ter of authority over commissions was 
definitely renounced. 

“For more than two decades follow 
ing this action the Board’s chief func- 
tion consisted of the preparation of 
statistical tables which comprise the 
principal feature of the annual reports. 


No Such Thing as Trust 


“It will be observed that long before 
uny other line of business thought of 
crganizing a trust and indeed before 
that word was ever used in its pres- 
ent opprobrious sense, the fire under- 
writers had organized, operated and 
abandoned theirs, and for more than 
forty-three years there has been no 
such thing in the fire insurauce busi- 
ness in this country. 

“One of the most interesting things 
in the history of the National Board is 
tne steady and apparently inevitable 
way in which its activities have come 
(‘0 be more and more of a public ser: 
ice character. This, I am frank to 
oay, was not originally intended; in 
fact, it was a matter of years befo*> 
we ourselves became aware of the 
meaning of the changes which were 
taking place, but we are proud aid 
happy to believe that the fire insur 
#nce profession has led ali other great 
business interests in the United States 
in completing the cycle of this evolu 
tion. In other words, more than 
generation ago, our business definite'y 
and finally learned the lesson that bits- 
ness measures, which were even un 
consciously oppressive of the pub'. 
were ‘bad business’ for the companies 
and that conversely, public interest 17d 
underwriting interest were synonomou; 
terms. This may sound like mere as- 
sertion, but those who have taken th2 
time to study the somewhat checke2re'l 
history of the National Board of Fite 
Underwriters will realize its absolute 
accuracy. 

“At the meeting of the National Con- 
yention of Insurance Commissione:s, 





in Hartford 
members 
panies 


last month, one of tne 
complained that the com- 
had no central organization 
with which the state officials eould 
confer and which could commit its 
membership on matters of rate—over- 
looking for the moment the pr. visivns 
of mahy very explicit anti-trus. anc 
cuti-compact ¢tatutes. 

“In passing it may not be ont of 
y'ace to remark that the underwriters 
Nave sometimes wished that the Na- 
tional organization or conference «lf 
state insurance officials had some such 
control over its own members. but “0 
doubt they wish so too, and it is 
through no fault of theirs thot they 
naven’t. 


Now Service Institution 


“The evolution of our business offer- 
ed from time to time opportunities for 


usefulness which the Board was. nut 
slow to improve until at the preven: 
time it has become a service institn 


tion of value not only to its members 
but to the public. 

“It holds but one meeting 
its work being conducted 
direction of the following 


annually, 
under the 
committees, 


whose names suggest the natura of 
their functions: Exec.:t ve, Aeccuarial 


Pureau, Adjustments, 
Forms, Construction of 
nance, Fire Prevention 
ng Standards, 
on, Laws, 


Clauses and 
Building-, Fu 
and Ensinceer- 
Incendiarism ani At: 
Membership, Public Rela- 


‘ions, Statistics and Origin of Firs, 
Uniform Accounting. 

“The working force consist; cf the 
general manager and office, and spe- 


cial staff, and the general office in New 
York is a very busy place, empleyins 


at present one hundred and for:+-eight 
people. 

“It would require more time than vou 
can give me *o go into a detailel dir- 
these 


cussion of the work of commit- 





F. C. 


‘ 


:ees, but it may safely be asserted ‘bist 
there is no privately supported organ- 
ization in the country doing more fur 
che protection of life and prope™ y. 
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Losses Paid During One Hundred Years 
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“Many of you recall repeated and 
setermined efforts to put the federa! 
vovernment in the fire insurance busi 


ress, which were resisted by all the 
iegitimate influences we could enlist 
end defeated with the greatest dirfi- 
culty. 

“Local agents were very help'‘ul in 
‘his work and [ am glad of this oppo-- 
.unity to testify to the great vaio f 
the services they rendered. When we 


| 
| 
| 
BUSWELL | 


onsider the calamitous results cf yov 
crnment operation of railroads, ex- 
press, telegraph and telephone com- 
panies and, for one illustration, the un- 
satisfactory handling of claims for lost 
parcel post shipments insured by the 
government, we cannot escape the con- 
clusion that in averting this danger 
we rendered a very real service to the 
nublic as well as to ourselves. In this 
place I am sure it is unnecessary to 


enlarge upon this subject but it is 
vorth considerable to know that in 
case of need the underwriters and the 


gents will be found standing together 


to resist and resent any attack upon 
iheir business from whatever source 
may come. 
“And now I cannot let this occasion 


pass without calling attention to what 
seem to be the peculiar responsibilities 
wf the present sour, for the fire insur 
wnee profession from top to bottom has 
become conscious of a new and impor 
tant aspect of its duty to the public; 
namely, that of an organized and sys 
tematized protective relation when the 
nation’s interests are in peril. 


“We have all of us, local agents 
«pecial agents, company officials and 
National Board alike, learned that the 


country’s emergency recognizes no di- 
vergent lines of individual interest, but 


calls us unitedly into the common 
‘ervice. 
New Dangers Arise 
“But now let it be noted that the 


national emergency, which we believed 
tw) have passed with the signing of the 


armistice, has merely taken on a new 
aspect and has reappeared in even 
more disquieting form. This form 


seems to be that of a widespread and 
determined effort to destroy the prin- 
‘iples of democracy and to undermine 
the moral standards upon which these 
viinciples are based. 

“You will, I know, acquit me of any 
purpose to pose as an alarmist The 
people of this nation in vast majority 
I believe to be industrious, upright 
intelligent and genuinely patriotic. No 
one can question this fact after cee- 
img the resnonse which was med» to 
all appeals during our nineteen mo-:ths 
of warfare, but you will apprecic‘e the 

(Continued on page 25) 
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Giberson Tells How 
to Build Side Lines 
(Continued from page 16) 


of special and smaller campaigns. On 
tourist baggage we bombard the mem- 
bers of the Country Club, parents hav- 
ing children away at school, workmen 
who have valuable tools of their own 
away from home because a _ tourist 
baggage policy is broad enough to 
cover anything that you may have away 
from home with a very few exceptions 
as to places where it will not cover. 
We have put out a special circular on 
golf liability policies with good results. 
Not Forgetting Fire 

“Also, we have not forgotten the fire 
line and have regularly circularized the 
inhabitants of all the small towns and 
villages surrounding Alton and in two 
towns have representatives on a com- 
mission basis. We have the largest 
‘outside’ fire business of any agency 
in Alton, and we rank second on city 
fire premiums, in fact, we have made 
a special campaign on practicaily every 
line of insurance mentioned as a de- 
partment head. We use in these circu- 
lar letters explanatory advertising mat- 
ter which is furnished by the company, 
whose policies we are attempting to 
sell. Up to the present time our com- 
nanies have been willing to furnish us 
with the stationery and envelopes ne- 


cessary for these campaigns, and we 
have now secured permit No. 6 from 
the Alton postoffice to stamp on our 
envelopes so that we will not have to 
affix postage. ,, 

Two Cents Not Necessary 


“Yes we realize that there are quite 
a few men who are too busy ‘in their 
minds’ to open one cent mail—let alone 
read it, but I have demonstrated to my 
own satisfaction that two sets of cir- 
cular letters on the same subject under 
one cent mail will produce far more 
business than one letter on the same 
subject under two cent mail, therefore, 
my experience has taught me that di- 
rect mail advertising on a special line 
of insurance following up by as much 
personal work as possible, will bring 
the best results in tne development of 
the so-called side lines. I have so 
much faith in it that I have reorgan- 
ized my office as of October 1. with the 
hone that bevinnine with 1920, I can 
spend most of my time soliciting busi- 
ness. letting my office force handle all 
of the detail of the business as well 
as the denartment of publicity which 
has at this time, become so impressed 
vron the neople of mv locality that 
when anvthing unusual hannens from 
an insurance standpoint, that they are 
Jookine for a letter in the first mail 
thereafter to see what ‘Gibby has to 
say about it.” 


Public Can be Educated to Pay Premiums in Cash 





In Discussion of Local Collection Systems, Charles B. H. Loventhal, 
Nashville, Says Failure Rests With Agents Themselves 


Charles B. H. Loventhal, of Nash- 
ville, took part in the discussion of 
“Local Collection Systems” during the 
course of which -he said: 

“In opening the discussion on ‘Local 
Collection Systems’ I would venture 
the assertion that this topic is the 
most important item connected with a 
local insurance agency of today. Our 
problem is not at this time the secur- 
ing of risks, but a collection system 
that guarantees prompt and certain 
collection of the premiums in order 
that more time and detail may be 
given to service of our policyholders. 
When a satisfactory collection system 
or agreement is adhered to, an agency 
is enabled thereby to give more time 
and attention to proper form of cover- 
age and improvements in the physical 
hazard of their risks, thereby giving 
service which invariably results in in- 
creased premiums to that agency and 
ultimately reduces the loss ratio of the 
city in which same is located. 

“After careful investigation and per- 
sonal experience it is in my opinion 
that it is now only necessary to edu- 
cate the public that fire and casualty 
premiums are a cash commodity and 
should be paid for on demand. This 
can best be done through concerted 
advertising in the newspapers together 
with collection stickers on the outside 
of policies and explanatory literature 
sent out with each policy giving defi- 
nite reasons for the demand for prompt 
payment of premiums. 

Public Will Co-operate 


“The public seems eager and willing 
to conform to any rules and regula- 
tions set down by the insurance agents 
of their city, and if the local collection 
systems fail it is solely for want of 
co-operation on the part of the agents 
and not of the insuring public. 

“Of course, before it is practical to 
adopt a local collection system it is ad- 
visable to secure the signatures of 
‘every policy writing agent in the citv, 
and if possible, provide a venalty for 
the violation of the spirit of the agree- 
ment. There will from time to time be 





instances where cancellations cannot 
and should not be made, because of 
absence from the city of the assured 
or his representative, sickness or other 
legitimate reasons which can reason- 
ably be passed by the committee to 
whom all such exceptions should be pre- 
sented and approved by them. 


Agreements Bring Results 


“In cities where collection agree- 
ments are in force agents are extreme- 
ly pleased with the results obtained, 
and would not under any circumstances 
change back to the obselete way of 
granting unlimited time for the pay- 
ment of premiums. Instead of _ bor- 
rowing money from their bankers to 
meet balances, all have splendid bal- 
ances in the bank. 

“It is customary to grant time to 
pay premiums until the 20th or 25th 
of the month following that in which 
the business is written. This can later 
be extended sixty days if closed by 
note (either bearing or not bearing 
interest whichever might be decided 
by the signers of the agreement), it of 
course, specifying in the note if not 
paid at maturity the agent reserves 
the right to cancel the policy just as 
if note was not taken. An invoice sent 
out attached to each policy or policies 
issued will bring prompt remittance 
the same month as issued on 50 per 
cent. of the policies so mailed or de- 
livered. 

“It is my experience that business 
firms are anxious to pay insurance 
premiums promptly just as they do 
for their merchandise, and where col- 
lection systems are in vogue many ex- 
expressions complimentary to such ac- 
tion are heard from policyholders who 
state they wondered that such action 
was not taken sooner. 

“Let me again emphasize the fact 
that the solution and adoption of the 
collection system lies solely with the 
local agents in the various cities of 
our grand United States, and if they 
fail to speedily adopt such a plan as 
outlined they are not availing them- 
selves of the most helpful system yet 
devised for properlv. economically and 
sanely operating a local insurance of- 
fice of today.” 


Model Rules Laid Down for State Association 


James L. Case, Whose Organization in Connecticut Has Been So 
Successful, Tells of Methods and Makes Suggestions 


James L. Casc, Norwich. is president 
of the Connecticut Association and 
more than once he has demonstrated 
to agents how to run a state organiza- 
tion successfully. The Connecticut 
»yody has often been referred to as a 
model for other states to follow. Mr. 
Case gave a talk on “Making the State 
Association Worth While,” in which he 
said: 

“In the first place, it is most essen- 
tial that each state asssociation snould 
enroll on its list of members as many 
cof the strong and = successful local 
agents as it can possibly secure. Such 
men are the very foundation of any 
association, and it is to be regretted 
that, in the past, in so many states, such 
iarge numbers of them have, for lack 
of interest, failed to identify them- 
‘elves with ‘heir state associations. 
It is, however, most gratifying to 
know, if published statements can be 
ielied upon, that in some states from 
75 to 80 per cent of the entire fire and 
casualty insurance underwriting is 
written or controlled by members of 
state associations. 

“While a large and loyal membership 
is most essential, it is even more im- 
portant that those who are chosen to 
fill official positions are carefully and 
wisely selected, for it has been most 
truly said that the officers of any or- 
vanization can either ‘make or break 
at.’ 

“The position of presiden* and sec- 
vetary-treasurer should always be filled 
by the very best men available; men 
who are thoroughly tnterested in in- 
surance as a profession, and who are 
willing to give unsparingly of their 
time. strength, and wisdom. The pres- 
ident should keep in touch with the 
entire membership of his organization, 
and, if possible, send each month a 
rersonally signed letter to 2very mem- 
ber. If this is impossible, he should 
at least do so once every taree months. 
It will require time and expense to 
to it, but the i1esults are sure to fol- 
‘ow. He should also have a constant 
wersight of the affairs of his associa- 
tion, and only in so far as he does so 
will success reward his efforts. 

“The secretary-freasurer is an eM- 
ally important official, and he must he 
particularly fitted for his position. He 
must be accurate, dependable. courte- 
ous, and systematic, if the affairs of 
his office are to be properly conducted. 
in some associations these positions 
are filled by two persons and where 
such is the case the duties of the treas- 
wrer are usually confined to receiving, 
collecting, and disbursing the funds 
One of the most important duties of 
the secretary is to see that a correct 
‘ist of the membership is kept, and 
that membership dues are properly col- 
lected within the first two months of 
the fiscal year of his association. This 
is a real man’s job. The National As- 
sociation officials have urged state ar- 
sociations to be most careful in select- 
‘ng men to fill this position, and thev 
have suggested, time and again. that 
un adequate compensation should be 
paid to the secretaries of all state as- 
sociations. 

“They should not be asked or ex- 
nected to give the time or labor re- 
guired, without being properly naid for 
services rendered. Both the president 
and the secretary should at all times 
be in close touch with the national of- 
fice in order that they may receive 
such support and assistance as is so 
freely and cheerfullv offered them on 
il subjects relating to their respective 
organizations. 

“All state associations should vass 
a standing vote to the effect that both 
vresident and secretary shall be regu- 
i9rly elected delerstes to each national 
convention and mid-winter conference, 


and with the understanding that trans- 
portation and hotel charges, so made 
necessary, shall be paid from the state 
treasury. 


Adequate Membership Dues 


“In order, therefore, that this may 
be done and that state associations 
may have ample funds to meet their 
necessary financial obligations, the Na- 
tional Association has urged each state 
association to adopt some form of self 
graded dues, se that sufficient funds 
may at all times be available to Carry 
out an annual program that is well 
worth while. 


Strong Legislative Committees 


“Because of the very nature of con- 
‘litions which surround the insurance 
vusiness today, and the attitude of the 
politicians and general public toward 
srsurance in ali forms, it is necessary 
that each state association should ap- 
auint a legislative committee, and only 
such men as are fully competent to 
wisely handle such important matters 
should ever be selected. We owe our 
very existence today as local agents 
to the wise legislation that has been 
passed and unwise legislation that has 
heen killed, and we could profitably 
spend an entire session of this con- 
vention in giving consideration to this 
very imporant subject. I would there- 
tore particularly sugges‘ that all state 
associations see that this committee 
is given the attention it deserves. 


Meetinas 


“In some states, associations hold two 
*neetings a year but in others the an- 
nual meeting is the only one conducted. 
'n the larger states one meeting is 
probably all that can be expected, be- 
cause of the expense, but in the small- 
er states, it is most desirable that at 
‘cast two meetings a year be held. If 
these meetings are made worth while 
and interesting and instructive pro- 
rams are presented the work of such 
state organizations will be made much 
inore effective, because of the interest 
and enthusiasm the local agents re- 
ceive and carry back to their own local 
voards. 


“T am personally in favor of havini: 
eounty or district secretaries in each 
‘tate association, who shall from time 
to time arrange small group meetings. 
if is easier to secure the attendance 
of some agents, provided meetings can 
be held in the vicinity of their homes, 
than if they are asked to spend time 
ond money to attend a larger meeting 
«* some central point in the state. Con- 
ditions differ in differen‘ states, and it 
is therefore impossible to suggest a 
plan that could be adopted in common 
»y all associations. I would, however. 
usk all state officials to give this sub- 
ject their consideration, for it form? 
’ most important feature of the work 
ot their respective organizations. 

“According to the present general 
nlan, every member of each state as- 
sociation is automatically a member 
of the National Association. The Amer- 
‘can Agency Bulletin is the official pub- 
‘icaion of the national organization and 
1s sent to each local agent who is a 
member of his state association. Mem- 
— should be urged to read it regu- 
arly. 


Must Give One’s Best 


“The times in which we live are de- 
manding the best we have to give, and 
‘f, as insurance men, we are to retain 
the business we have secured, we must 
realize that we too must give our best 
to the insuring public. I believe in 
the local agent; I believe in state as- 
sociations, and the two must co-operate 
and work together as never before. 
‘Service. Service! Service!’ is the cry 
of the hour, and the man or the com- 
pany who fails to give it is doomed to 
failure, 
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Central Machinery Advocated to 
Wrest from Brokers Large Lines 
Once in Control of Local Agents 


PROTEST AND LAW OFFERS ONLY DELAY, NOT CURE 


Young E. Allison Declares Favoritism is But Fallacy—In Union There 
is Strength if Accompanied By Service and Efficiency 


Young E. Allison, editor of The In- 
surance Field, made “Service and 
Salvation” the subject of his address. 
He told the agents why they are losing 
large lines and how they may possi- 
bly get them back. Mr. Allison said: 

“The keynote of this meeting is 
‘Service’; the slogan, ‘Pull for Amer- 
ica’! Well, what do we mean by ser- 
vice and how can we best pull for 
America? My own is that the 
best service you can possibly render is 
to preserve intact, to improve and per- 
fect the great American Local Agency 
System. 

“I am not one of those who are dis- 
couraged at the annual United States 
fire loss of $250,000,000. I am amazed 
at its moderation. We gain a million 
population a year and as they pour in 
or rise up on us we build annually— 
and of wood mostly—a city large 
enough to house and employ the new 
million. We stick those wooden shacks 
everywhere and anywhere, making of 
each one a conflagration breeder for 
the better ones surrounding it; we 
cover it all with insurance at high 
rates—and nobody gives a damn when 
it burns. This is America, where wood 
has been cheap and time is fleeting. 
But in newer countries where wood is 
cheaper it is even worse. 

“Changes are taking place, slowly in 
spots, in localities, under pressure and 
demand. Not radically in _ principle 
but superficially in practice. 


What Broker Is 


I am not going to discuss all the 
sores and headaches of the business 
with you. It doesn’t do any good. 
Let’s treat the causes, not the symp- 
toms of things. 

“Take brokers and brokerages. It 
is said—whether correctly or not—that 
ten brokerage firms are handling nearly 
half the fire and marine premiums of 
the United States. Say it is only one- 
third of the total premiums; even then 
it is bound to come home to everv 
avent here as a loss of income. But 
what is the broker? As far as the 
risk and writing it and getting the 
premiums are concerned he is merely a 
big agent. There are some superficial 
legal distinctions that cut no ice. He 
is just another underwriter’s agency 
under a different name, only he oper- 
ates for every company that will ac- 
cept business and not for one or two. 
When all is said and done the broker 
is merely an agent with a high powered 
machine who gets to the big grapes 
first. 

“How have these ten brokerage firms 
managed to absorb one-third of the 
insurance premiums? Is it possible 
for 60,000 or 75,000 agents without 
close and_ efficient organization to 
maintain successful competition against 
the compact and powerful ten? Scat- 
tered members cannot without perfect 
organization expect to move with the 
celerity and instant concentration which 
a compact body is prepared to employ. 
By the time agents are getting ready 
the broker has delivered the policy. 
Agents occupy Lowards scattered trust 
or related properties calling for big 
covers and few policies the same atti- 
tude that a small company with a $5,- 
000 or $10,000 gross line does towards 


idea 


the big company with automatic re- 
insurance facilities when a gross line 
of half a million is offered. 

Take the case of these great cotton 
seed oil properties in the South recent- 
ly absorbed by brokers—how are the 
agents going to proceed to meet, not 
that loss alone and the many that pre 
ceded it, but the more that may fol- 
low? Are you going to mect it with 
protest and law? That may delay it 
awhile, but it will only be delay. There 
never was a statutory law enacted that 
would prevent water from runnine 
down hill or stand long in the way of 
the old natural law of supply and de- 
mand. 


Fallacy of Favoritism 


There used to be an idea that the 
broker was a personal favorite of the 
big corporation head who got the busi- 
ness by social attentions, high living 
and personal pull—who shared his com- 
mission if necessary with his clients. 
It is no longer true if it ever was. Bie 
brokerage businesses are built up and 
maintained, as are big agency busi- 
nesses, by solid and specific service 
rendered. Those brokers are most 
successful who, with the machinery of 
construction and of engineering ex- 
perts, remove or minimize dangerous 
hazards, who, by expert and careful 
study of the problems besetting prop- 
erty owners and insurance companies 
alike, simplify and reduce them, taking 
great detailed troubles off the hands 
of both and offering clear-cut remedies 
and improvements instead. They un- 
dertake to hand in results, not recom- 
mendations. They are standardizing 
to the very limit because standardiza- 
tion is the demand of the times and 
the world. You may therefore safely 

itl 


asume that the brokers have rendered 
service—or the prospect of service— 
to get control of the great cotton oil 
stock lines. Seventy-five millions of 
insurance does not change hands mere- 
ly for a whim. 
Opposing Development 

Now, then, if it was service that got 
the line what can local agents do to 
get it back? Your business is service; 
your hope is salvation. If you do not 
furnish the service how can you hope 
for the salvation? Is it service to the 
man who pays the premiums to stand 
in the way of getting his insurance 
protection with less trouble and more 
celeritv? Is it service to stand in the 
way of any development of the insur- 


ance business that makes for the 
standardization and improvement of 
risks and, therefore, for the elimina 
tion of hazards and the reduction of 


losses and rates? As far as this strue- 
gle has gone the chief reliance to break 
down this great brokerage deal in oil 
properties seems to be the enforce- 
ment of the Resident Agents Law and 
the laws regulating taxation of pre- 
miums. You may ask yourselves how 
you are going to gain the support of 
business men for sound insurance meas- 
ures if you are forced into the position 
of antagonizing them in order to pro- 
tect your commissions instead of their 
property; or of antaronizing them that 
the state may collect its taxes one way 
instead of another? You may 
yourselves whether the insurance busi- 
ness is conducted to render service to 
the business public or for the benefit 
of agents and the tax collector. When 
you get to the bottom of that question 
and before vou get the answer you 
might possibly have to stare govern 
ment insurance in the face. 
The Better Remedy 

“Is it not a better remedy to offer 
better service? Cannot this National 
Association orranize for its members 
central machinery that will do for you 
what the brokers do for themselves? 
In union there is. streneth. Whv 
shouldn’t the 60,000 or 75.000 local 
agents of this countrv—formine in 
themselves a most irresistible and far- 
reaching body of business solicitors, 
comprising amone them men of hich 
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they get together through this Asso- 
ciation and organize the expert ma- 
chinery necessary to deal with the 
larger and related risks, rendering the 


same service that the brokers render? 
It looks big, but this is the day of big 
business. If it is not too big for ten 
brokerage firms, why should it be too 
big for you? Can the agents with 
sixty or seventy-five thousand over 


heads expect to compete with ten over 
heads? Why not construct one overhead 


and out-compete th ten? Why 
shouldn’t this National A ociation set 
up a committee that will look to the 
future of the vast business you have 
built up? Why not set up the best 


committee you can create to investigate 
what is necessary to be done and devise 
the way to do it? With two-thirds of 
the premiums still in your control are 
they not worth fichting for along lines 


of the hiwhest service to the whole 
business public and to the companies, 
instead of along mere lines of nega 


tion? 
Where Line Will Be Drawn 

“When you begin to fight to keep the 
premiums you already control you will 
be fighting to those you have 
lost. In the machinery you provide 
for defense you will have the machinery 
for offense. It will bring about the 
test between brokers and the American 
Agency System over the great related 
and trust properties. If you cannot stop 
the brokers there vou will not be able 
to stop them at all. They will go on 
to the conversion of all the largest and 


rerain 


best risks to the control of brokers, 
as is the case in Eneland If the 
agents cannot do for the property own 
er what the broker can and does for 
him on these great properties, then it 


may, result in a compromise system 
under which it will become necessary 
to define what is a broker’s line and 
what is an agent’s line. Are you wil- 
ling to surrender to this without mak 
ine the supréme test between the 
American Agency System and the bro- 
kers’ system? ; 

It will require money to make such 
an organization Everything requires 
money these days. Cannot the sixty 
thousand agents command as much 


money as a few brokers? Can they not 


exert more influence? I think they 
can command the support of the com 
panies engaged in the business. There 
are companie now that are helping 
their agents by the very means sug- 
gested. They maintain a staff of ex- 


perts and send them, when desired, to 
help hold the large risks Many of the 
leading local agencies of the country 
maintain their own engineering and 
expert staffs and do hold their business 

ves, and add to it every day. Why 
can this not be organized on a national: 


members 
Insur- 


scale for the benefit of the 
of the National Asso 
ance Agents? If it cannot be done it 
seems inevitable that local agents will 
in time retain only the locally-owned 
and small risks, while the brokers with 
their superior machinery will control 


ation of 


the large trust and related properties 
Indeed you will never be able to’ get 
these scattered properties back from 
the brokers until vou can deal with 
their owners through one responsible 
head representing all the agents and 


all the companies, as the brokers do. 


Costs Money 

“But it is not all sunshine for the 
brokers. The V have their troubles 
They have to have a lot of money, or 
at least the appearance of lots of money 
to operate with. Money attracts money 
as the magnetic pole attracts the mag 
im- 


netic needle. A big bank account 
presses bankers and in turn impresses 
the owners of big property. It has paid 


some brokers to borrow great sums 
of money, deposit them in the right 
banks and trust companies and keep 
them there unused for long periods 
while accumulating the prestige that 


(Continued on page 25) 
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Making Conservationist of Every Local Agent 


Irvine O. Chester, Who Organized Fire Prevention Campaign and 
Became Known Naticnally, Tells How Plan Was 
Launched and Kept Alive 


Irvine O. Chester, of Westerly, R. I., 
is known the country over for having 
developed a line of fire prevention work 
that took hold and was a success. In 
fact it has attracted attention through- 
out this country and abroad. Mr. 
Chester told the insurance men some- 
thing of this work in leading discus- 
sion of “The Individual Agent as a 
Conservationist,” in which he said in 
part: 

“The carelessness of our citizens in 
matters of fire hazards can be materi- 
ally reduced by a publicity campaign 
and by education. The public press is 
one of our strongest aids. The schools 
can teach the children to become the 
careful and thoughtful citizens of the 
future. Chambers of commerce and 
boards of trade can do a wonderful 
work through a fire prevention com- 
mittee. 

“Never was there a time when the 
general public has shown such a wil- 
lingness to aid in this movement as 
they have at the present, and now that 
the load is started, it is up to every 
insurance company, special and local 
agent to put his shoulder to the wheel 
and keep it moving. 

“Thousands of dollars can be saved 
by the agent if he is careful before 
accepting business. He should also 
strive to have his influence felt and 
appreciated in his community by being 
always ready and willing to assist his 
clients in making their property safe. 

“He should not allow the public to 
look upon him as simply a collector of 





premiums, but should conduct his busi- 
ness in such a way that they would 
come to consult with him in regard 
to the protection of their property. 
An agent should improve every oppor- 
tunity to talk with the assured about 
policy conditions, how rates are made 
and how they can only be reduced by 
a lower loss ratio. 

“He should be made to realize that, 
although he received the money value 
of his loss, the property destroyed is 
gone forever and the world is just so 
much the poorer, while it should be the 
aim of every human being to leave 
more with the world than he takes 
from it. 

“Too much sympathy is shown for a 
person who has had a fire caused 
throurh carelessness or design. There 
must be a change in this public senti- 
ment and it can only be brought about 
through education and the enactment 
of more stringent laws and their rigid 
enforcement. 


How Work Was Planned 


“T will give a brief outline of some 
of the prevention work which has been 
done at Westerly, Rhode Island. 

Our town was said to be like a 
blacksmith’s forge—alwavs a fire in it. 

“We formed a board of trade and it 
was suggested that an _ out-of-town 
speaker should be looked up, and we 
got Franklin H. Wentworth. secretary 
and treasurer of the National Fire 
Protection Association. We held a 
meeting open to the public. After that 
meeting, a number of persons were 
heard to remark that they never before 
realized that they had to help pay for 


the fire losses, that they had always 
supposed the money came out of the 
insurance companies. 

“Here was a new idea and it made a 
strong impression on those who at- 
tended the meeting. We decided right 
away that we would appoint a fire pre- 
vention committee. The insurance 
agents declined to serve on this com- 
mittee as they felt that they could 
aid in other ways. If a person refused 
to obey the orders of the committee, 
the fact could be reported to our in- 
surance board and we could order him 
to comply or we would advance the rate 
of insurance on his building and all 
contents. 

“This committee has done good 
work in having the business portions 
of the town cleaned up and all chim- 
neys inspected «nd in all of their work 
they have had the hearty support of the 
fire department and school authorities. 

“The local board of fire underwriters 
supplies all pupils of the seventh and 
eighth grades of our public schools 
with the text book, “Safeguarding the 
Home Against Fire.” The Fire Pre- 
vention Committee had one essay con- 
test and then dropped that to take up 
other features. Realizing that they 
were giving up one of the best fields 
for labor, I decided to push this work. 

I offered to the schools, through the 
educational committee of our Board 
of Trade, three medals, solid gold, sil- 
ver and bronze, for the three best es- 
says to be written by the pupils of the 
seventh and eighth grades, and this 
has been continued for the past four 
years. ; 

In 1914, Chief Cottrell made _ the 
statement that for the previous 12 
years the fire losses of Westerly had 
averaged $30,000. 

For the year 1917 he made the fol- 
lowing report: 


Chimney fires—no loss.......... 8 
Alarms—no loss .....:....c000- 6 
Grass fires—no loss............. 1 


wf 


Alarms—small loss ............ 4 
Auto Tire. (OM GIPOCE)... cc ccccces 1 
NN ener rer re 1 
Alarms out of district........... 5 

inte yatta acne eats 26 


Began to Attract Notice 


I did not start in this movement for 
any personal advertisement but simply 
for local effect—less fires and a better 
name for our town in insurance circles. 
My work would have been confined at 
home if our local press and insurance 
journals had not featured the work at 
Westerly and urged me to keep it up. 
As a result of this publicity I began 
to receive letters asking how to con- 
duct a contest. This correspondence 
became quite a burden until “The 
Westerly Sun” issued for me a book- 
let which I can now mail and save cor- 
respondence. I have received inquiries 
from London, Canada and nearly every 
state in the Union. After quite a little 
information had been furnished, the 
secretary of two mutual companies 
notified me that one of his companies 
had decided to furnish medals and the 
other would furnish a fire prevention 
text book for their schools. One state 
has since made an appropriation to put 
fire prevention text books into the 
schools. 

“T have several hundred letters and 
clippings from the newspapers, maga- 
zines and insurance journals from dif- 
ferent sections of the country, and I 
find the work interesting, and I only 
hope it may be of some benefit to man- 
kind. Whatever I may have done to 
assist in this movement can be dupli- 
cated by any agent in this room, and 
if every agent would put his heart into 
this fire prevention work, we could 
place on the map, A Country of the 
Four F’s. 

AMERICA 
Famed for Few Fires. 


Will you Help.” 
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is the AGRICULTURAL INSURANCE COMPANY, of Water- 
’. Y., and no agency force represents a company more 
: loyal to the agents’ best interests. Here cause and effect can- 
= not well be distinguished—it is a reciprocating relationship. 


Following down through the ages have come the successive 
relationships of owner and slave, master and man, employer 
and employee, principal and agent, but in this year of grace al- 
though the last named remains as a legal status, there is great- 
er solidarity than even it implies. 
co-operation, of sympathy and of trust, a recognition of the 
aspirations as well as the limitations and frailties of each 
other—in short a human touch instead of an inexorable busi- 
ness machine—the company’s representatives seem happy in 
this mutual relationship and the company is contented and 
successful. 
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Thanks to a spirit of 


THE COMPANY -THE AGENT-THE CUSTOMER | 
No Complaint - Everybody Satisfied : 
No Company is blest with a more loyal agency force than ; 
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Agents ‘Must Act to Get Proper Restrictive Law 





Marshall J. Ellis Holds Up Proposed Minnescta Agents’ Qualifications 
Law as Good One to Follow—Examinations 
Not Necessary 


Marshall J. Ellis, Macon, Ga., ex- 
pressed the belief that many agents 
have a mistaken idea of what a real 


-agent’s qualifications law should be. 


He then explained the proposed Min- 
nesota law, which he declared is a 
good one, saying in the course of the 
discussion on this subject: 

“If you are sure in your mind that 
the business in which we are engaged 
is one of responsibility and dignity and 
requires certain educational qualifica- 
tions, requiring time, study and deep 
thought, isn’t it up to you who con- 
stitute the large majority to take the 
necessary action to place the insurance 
business on the proper footing? The 
remedy is in adequate agent's sualifi- 
cations laws. 

“T believe that a great number of 
agents have a mistaken idea of agent’s 
qualifications laws. It is not a law 
that requires the newly appointed 
agent to stand an examination and 
display his knowledge or ignorance of 
policy contracts, forms, co-insurance 
or other clauses. To give you a good 
idea of what an ideal agent’s qualifi- 
cations law contemplates accomplish- 
ing, I am going to quote briefly some 
of the salient points of the proposed 
Minnesota law which is considered the 


most practical and one the best that 
has been prepared. 


“The bill, first, properly defines an 
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insurance agent and an insurance so- 
licitor, requiring all agents and solicit- 
ors to be licensed by the state. It also 
takes care of the broker, both inside 
and outside of the state, by requiring 
that all business be placed through a 
resident agent of the state, and also 
requires all non-resident agents or out- 
side brokers to be licensed before they 
can place business in the state. The 
commissioner of insurance has full 
authority, and if he is not fully satis- 
fied that an applicant for agent’s or 
solicitor’s license is qualified or that 
he intends to carry on the business of 
insurance in good faith, or comply with 
all laws of the state relating to insur- 
ance, or that he has not been neg- 
ligent or fraudulent in handling any 
insurance matters, the commissioner 
is authorized to refuse to issue the 
license. All applicants are required 
to submit a regular form of application 
which enables the insurance commis- 
sioner to pass on the applicant's quali- 
fications. 

“The license of any agent may be 
revoked or suspended should the insur- 
ance commissioner be _ saitsfied that 
the licensee is not qualified, and when 
license of agent or solicitor has been 
revoked, no new application for a new 
license can be entertained for twelve 
months, and then only when accompa- 
nied by a good and sufficient bond for 
$5,000. 

“All persons aggrieved by any rul- 
ing or order of the commissioner may 
have recourse to an appeal to any Dis- 
trict Court cf the state. 

“The insurance commissioner is au- 
thorized to hold investigations, sum- 


mon witnesses and require them to 
submit any papers, books or other 
evidence pertinent to the case in- 
volved. The commissioner is vested 
with full authority to hold the investi- 
gations and collect fines for violation 
of the law, either by agent, solicitor 
or company. 

“The insurance companies, the insur- 
ance commissioners and the public are 
interested in this subject as well as 
ourselves. All of the states of the 
Union have different laws on insur- 
ance, and it will therefore be impossi- 


ble to prepare a uniform law that will 
be suitable for all states, however, I be- 
lieve that through co-operation, com- 
mittees representing the National Con- 
vention of Insurance Commissioners 
and the National Association of Insur- 
ance Agents, could prepare a model 
law, subject to modifications in states 
as situations demand, to be furthered 
by the organized efforts of the various 
state associations and with the assist- 
ance of the state insurance depart- 
ments, this law could soon be put on 
the statute books. 


Miscellaneous Lines Overlooked by Many Agents 


F. W. Lawson Calls Attention to Prevalence of Neglect of Casualty 
Business By Fire and Life Men, Particularly in 
Small Cities and Towns 


United States Manager F. W. Law- 
son, of the London Guarantee & Ac- 
cident, Chicago, spoke of how two in- 
surance men, on meeting and finding 
out that each is in the insurance busi- 
ness, one will say: “What line, fire 
or life?” The idea of being engaged 
in any other branch of insurance does 
not occur to them, and yet, during 
1919 there was some $285,000,000 in 
premiums collected on the 
miscellaneous lines. The largest of 
these is compensation, the premiums 
last year amounting to $100,000,000. 

Because almost all employers have 
to carry this insurance and most all 
the states have compensation laws, 
Mr. Lawson held that all agents should 
have the representation of a company 
writing compensation. He went on to 
say that in every small town there is 
generally one agency that stands out 
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prominently—the one which is equip- 
ped to give the best service in all lines. 
It used to be, and is yet to some extent 
that fire agents in small 
places turn down casualty lines and 
send those applying for them to some 
one agent in the town who is known 
to handle them. In other words this 
one agent has by his own effort become 
somewhat of a specialist in casualty 
insurance.. The agents who thus turn 
down casualty business not only lose 
the commissions on it but are unable 
to give their clients proper service. 

In the same way agents who write 
automobile fire and theft fail to make 


the case, 


the most of the liability features. Also 
surety business may be neglected 
while fidelity lines are taken. Mr. 


Lawson enumerated similar conditions 
existing in other casualty lines and 
urged upon every agent who has not 
already a company writing the various 
miscellaneous lines, the necessity of 
immediately getting in touch with 
such a company. 
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Must Submerge Desire for Gain in Public Service 


Business Stands Before Public for Approval or Condemnation, Says 
Chairman Fred V. Bruns, of Fire Prevention Cc amittee 


Fred V. Bruns, of Syracuse, made 
tne report for the fire prevention com 
mittee, in which he called attention 
to the obstacles now in the way of fire 
waste reduction, saying: 

luring the past year there has been 
aun awakening in the minds of a multi- 
iude of insurance agenis to the fact 
that personal gain must be submerged 
‘n public service. The fire insurance 
egent is, by virtne of his training, 
wniquely fitted to become a disciple of 
ire prevention, carrying his propa- 
ganda into the most remote commu- 
nity ; 

“Your committee, during the past 
ear, has been intimately in touch 
with every state association executive 
and it has been a source of consider- 
able satisfaction to know that presi- 
denis of state associations have come 
io )6tegard § fire prevention service as 
one of the most vital issues concern- 
ng the business of insurance today, 
us the business stands before the pub- 
tic for approval or condemnation. 

“A few states have not yet aroused 
ihemselves to the importance of ag 
ressive fire prevention endeavor, but 
t is hoped that the coming year will 
see a new light breaking into these 
tark corners. 

“Your committee most heartily com- 
mends the agency force of this coun- 
ry for what it has done through pub- 
‘icity and personal inspection to re- 
move unnecessary fire hazards, but 
your committee is convinced that the 
lime is now here to consider fire pre- 
vention in an entirely different as- 
pect. 

“Insurance commissioners,  legisla- 
iors and companies have permitted the 
‘erm ‘free competition’ to enter into a 
business which should not be permitted 








‘o become competitiy 
» base our stacement on the f 


“Property owners 
nersuaded to correct dangerous 


» in their insurance 
“A uniform rating system which now 
through mature j 


and should be 


» present situation is such 
» set of companies, in ¢ 


or community is permitted to write ¢ 


It is common for an ag 


property by his rating board shows, for 
25 cents for de- 


» assured promptly comes back ¢ 


him a considerable 
s and that he has 
a rate of one dol- 
fr another set of com- 
1s, which companies, 


:lready been quoted 


and in loss paying ; 
ination, to the companies which the first 
tgent represented. 

ussured gets for 
lateral which his banks will accept, < 
a rate which takes into consideration 


ing available to compel the removal of 


a condition which is dangerous to the 
property insured and to property ad- 
joining 

“This is but a single example of a 
condition which today is nationwide. 
Companies compete among themselves 
ior business to the extent that a prop- 
erty owner feels that what is unsafe 
for one company seems perfectly safe 
for another company, and he leaves 
his property as it is, unsafe and a con- 
stant menace to his community. He 
can get plenty of insurance without 
‘pending a cent for improvements. 

“We as agents have a definite field 
of endeavor before us to persuade leg- 
islators, insurance commissioners and 
companies that the way to prevent 
fires in America today 1s to so penal- 
ize the man who will not be careful or 
the man who is wilfully ignorant, to 
such an extent that his insurance cost 
will be so great that he will be forced, 
if he is to get insurance at all, to cor- 
rect the defects which have been drawn 
to his attention, and it must not be 
possible for him to sneer at the public 
spirited agent who tries to persuade 
him to correct the defect, and placidly 
zo around the corner to another agent 
and get all the insurance he wants at 
a lower rate without corrections. 

“In the majority of compensation 
states, uniform rates and uniform stan 
gards with fixed charges and credits 
have been found not only practical, but 
imperative. If uniformity i rood for 
compensation insurance, why is it "0* 
equally good for fire insurance 

“We will grant that competition be 
tween companies may be necessary, 
but the competition should come in a 
different way. Let us insist that ini- 
tial rates for similar hazards for all 
companies in the same communities 
be uniform. 

“We firmly believe that a uniform 
fire rating schedule must be put into 
effect, modified for each community as 
iocal conditions dictate, and that no 
company should be permitted to write 
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| LOGUE BROS. & CO., Inc. 


307 FOURTH AVENUE PITTSBURGH, PA. 


a policy of insurance for any other 
rate than does any other company of 
the same system in that community. 

“Your committee most emphatically 
ealls this to the attention of he Na- 
tional Association, with the recommen- 
dation that our companies be requested 
to affirm that in the cause of fire pre- 
.ention, there can be no competition in 
rates between companies of the same 
systems in the same communities. 

“It is recommended to the National 
Association that the foregoing com- 
ments be given serious discussion, and 
that some constructive action niay 
come during the year. 

“It is further recommended that the 
fire prevention committee be revised 
so that it will be known as ‘The Fire 
und Accident Prevention Committee,’ 
that the cause of accident prevention 
be given adequate attention during the 
vear to come.” 


Agents 

Entertained by 

The Insurance Field 
(Special to The Eastern Underwriter) 

Louisville, Ky., Oct. 16.—The enter- 
tainment last night was turned over to 
“The Insurance Field” which did a ré 
markably good job of it. 

An entertainment consisting of Ken- 
tucky talent singing of Kentucky songs 
and even including a mountaineer Vir 
ginia reel fiddler, gave pleasure to neal 
ly one thousand guests. 

Dancing followed and _ refreshments 
were not neglected. 

One feature was the issue of special 
printed bulletins poking fun at various 
insurance happenings including the 
Hartford Insurance Commissioners’ 
Convention. 
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Veteran Adjuster Tells What 
He Considers Qualifications 
For Success in This Branch 
W. N. BAMENT GIVES ADVICE AND BECOMES REMINISCENT 


Most Trouble Arises When Act of Cancellation and Substitution is 
Undertaken By Joint Agent of Two or More Comranies 


W. N. Bament’s experience with fire 
loss adjusiments is extensive. As gen- 
adjuster for the Home, of New 
York, he has for many years followed 
closely this important feature of the 
business and many valuable talks has 
he made upon it. His address entitled 
“Loss Adjustments and Reminiscences” 
is in part as follows: 


eral 


“Much has been said and written in 
regard to what the qualifications of an 
adjuster should be. The best analysis 
of the attributes necessary to produce 
a good adjuster appeared several years 
ago from the pen of one of the leading 
lay authorities on the fire insurance 
contract, as well as one of the best 
practical adjusters in the United States, 
and was entitled ‘The Chief Factor in 
Loss Adjustments,’ which should be re- 
printed and read by all young aspirants 
for adjusting honors. 
prerequisite for an adjuster is charac- 
ter. the absence of which history tells 
us has prevented many a man of genius 
attaining true greatness. 

“The adjuster should have special 
training in order to perfect himself in 


The one absolute 


all the details of his profession; he 
should know values and keep fully 
posted regarding their general trend; 


this is cumulative and is included in the 
one word ‘experience’; he should have 
a thorough knowledge of the insurance 
contract and keep up with the decisions 
thereunder; he should have general 
training, which includes an all round ed- 
ucation, because excessive specializa- 
tion without something to supplement 
it is narrowing in its tendency. Mr. 
Gladstone, for instance, is a striking 
illustration of what I mean, for besides 
being a master in his chosen profession, 
he had other interests too numerous to 
mention, and in his recreations alone, 
he possessed a wider culture than most 
men of his time. Another instance is 
Lord Braugham, who was said to have 
been the most erudite man of his gen- 
eration, and when at last he was ap- 
pointed lord chancellor, this prompted 
a wit to say that Lord Brougham knew 
a little of everything, even a little law. 
The adjuster should also possess a cer- 
tain degree of flexibility. Many an ad- 
justment has been prevented and liti- 
gation has ensued because the adjuster 
has not realized that the psychological 
moment for settlement has arrived, and 
I have no doubt but that a number of 
cases which have reached that stage 
are now pending. It is unnecessary to 
say that he should also possess a rea- 
sonable degree of modesty, for modest 
he is by nature, otherwise he would not 
be in the loss branch of the business, 
but in the agency, or better still in the 
brokerage branch. He should have the 
courage of his convictions; he should 
have tact, adaptability, self-control. 
courtesy, patience, good temper, 4 
knowledge of human nature and pride 
in his profession. He should have re 
sourcefulness, the ability to meet un- 
expected conditions and emergencies 
and grapple with them successfully, the 
power to come in contact with the mer 
chant, the manufacturer, the resident of 
the East Side as well as the resident of 
Fifth Avenue, and meet him on his own 
fround. And to this should be added a 
fine sense of justice, and a disposition 
to impart to others that which he him- 
self has acquired, for the more of him- 


self that he gives out, the more he 
had remaining and the giver, in fact, 
receives more general benefit than the 
receiver. 

“The paragon I have described is the 
ideal adjuster, but he has not yet been 
born. The one, however, who possesses 
the most of the foregoing attributes and 
qualifications, either by nature, or by 
acquisition in harmonious combination 
would, I think it is safe to predict, make 
the greatest adjuster. 


Fairness of Co-Insurance 


“In the past there has been consider 
able hostility in some sections toward 
the use of the co-insurance clause, but 
T think that the eyes of legislators and 
the public at large are being gradually 
opened to the eminent fairness of the 
co-insurance principle, and if they give 


the subject sufficient study, they will 
reach the conclusion that the unfair- 
ness, if any there be, lies not in its 


application, but rather in the failure to 
apply it. 

“[ think it quite proper, however that 
the presence of the co-insurance’ clause 
in the policy should be emphasized, as 
it is in some states, by having the title 
printed in bold type or in red ink al 
the top of the clause so as to attract 
special attention thereto. The principle 
is so well established in some countries 
that the general foreign forra of policy 
issued bv the London offices contain 
the full co-insurance clause as part of 
the printed conditions. 

“Statistics compiled from the loss 
records of the insurance companies in 
San Francisco for five years immediat” 
lv preceding the conflagration, showed 
that the percentage of insurance carried 
to value at risk amounted to a trifle 
less than 70 per cent. Similar statis- 
tics compiled from the conflagration fig 
ures showed a variation of less than 
one-half of 1 per cent from this percen- 
tage The insurance carried on several 
large buildings of steel frame construc- 
tion at the time of the conflagration was 
less than ten per cent of the value, and 
in one instance it was less than seven 
per cent. It is perhaps no exaggera- 
tion to say that if the co-insurance 
clause had heen in general use in San 
Francisco, the insurance companies 
would have been called upon to pav 
$20.000.000 more than thev actually paid 
and the property owners would have 
heen the gainers to that extent. 


Values Mount 


“No matter how resourceful an ad 
iuster may be, he is always at a di 
advantage; the propertv is destroyed 
and the assured alone knows its pre 
vious condition, and no matter how 
vreat its defects may have been before 
the fire, they suddenly disappear: the 
old furniture and wearing apparel stored 
in the attic. awaiting the next visit of 
the second-hand dealer, all at once as 
sume an hitherto undiscovered value in 
the eves of the claimant: ordinary 
chicken feathers become eiderdown; 
discarded hats again become dreams of 
beauty; the old stock piano with its 
discordant tones which have been tor- 
ture to the long-suffering neighbors for 
vears, is to the assured a_ veritable 
Steinway; the pastoral scene in oil, the 
product of the budding genius of the 
voung lady daughter. cannot be valued 
in mere dollars: mother’s wedding dress 
and father’s old suits are resurrected 
and the scriptures are fulfilled for verily 
‘Old things are passed away; behold, 
all things are become new.’ 


“As an illustration of this, an old- 


time adjuster, now a high state official, 
had a loss some years ago for a preach- 
er in Southern Indiana. I do not know 
what denomination he was, except that 
he could not possibly have been a Meth- 
odist preacher, because a Methodist 
preacher in Southern Indiana wouldn't 
have had enough money to pay the pr2- 
mium. The minister’s family consisted 
of himself, his wife and an unmarried 
daughter and it didn’t take the adjuster 
long to discover that nothing pleased 
the parson quite so well as to get off a 
good joke, or a good piece of repartee 
at the expense of his wife and daughter 
and nothing pleased them quite so well 
as to retaliate in kind. He had prepared 
a schedule of all the articles involved 
in the fire, listed at cost, and the ad- 
juster, in keeping with the usual cus- 
tom, began to interrogate him as to the 
length of time he had had the various 
articles, in order that he might make 
proper deduction for depreciation and 
reach a conclusion as to the net value 
at the time of the fire. The adjuster 
said: ‘Here is an ingrain carpet in the 
dining-room, how long did you have 
that?’ The preacher replied: ‘I. had 
that carpet about twenty years, but it 
had had very little use and was just as 
good as new” The adjuster then said: 
‘Here is a bed room set in the front 
room upstairs, how tong did you have 
that?’ ‘Well,’ said the preacher, I‘ got 
that bed room set the year I was mar- 
ried, twenty-five years ago, but it had 
very little use, and was just as good as 
new.’ And so it was all through the 
list, although he had had the furniture 
anywhere from ten to twenty-five years, 
vet each and every article had had very 
little use and as just as good as new. 
The adjuster in the meantime put down 
his own ideas as to the net valuation. 
Finally, when nearing the end of the 
schedule, the adjuster somewhat exult- 
ingly said: "Now, Brother Jones, here is 
one Bible, $10.00 and judging from the 
answers which you have given to all 
my other questions, I assume that al- 
though you doubtless had this Book a 
great many years, it too had had very 
little use and was just as good as new, 
hence I will make no deduction and will 
extend it at $10.00) The preacher got 
mad and declared that the adjuster was 
making fun of his religion, but the wife 
and daughter greatly enjoyed the old 
gentleman’s discomfiture The Bible, 
however, went in to the insurance com 
pany at $10.00 without any deduction 
whatsoever for use. 


Substitution of Policies 


“One source of trouble in the adjust- 
ment of losses which presents itself with 
too great frequency, is the substitution 
or attempted substitution on the part of 
a broker or agent, of one policy for 
another, after a loss has occurred. This 
is embarrassing to the agent, the as- 
sured, the adjuster and the companies 
and not infrequently results in litiga- 
tion. The great weight of authority is 
in support of the view that ordinarily 
the authority of the broker ceases with 
the placing of the insurance and the 
delivery of the policy, but if a company 
or agent serves notice of cancellation 
upon him and fails to serve notice on 
the assured, the latter may, if he so de- 
sires, ratify the action of the broker 
after the fire, and if he does so the 
second policy will be liable for the loss 
and the first will be automatically can- 
celled. The assured cannot ratify that 
part of the transaction which is favor- 
able to himself and leave unratified that 
which is unfavorable. The action, if 
ratified at all, must be in its entirety. 
The assured, however, is under no obli- 
gation to-ratify the action of the broker 
and if he does not do so the second pol- 
icy is inoperative, and the first policy 
is liable for the loss. If the second in 
surer withdraws from the contract be- 
fore the assured has ratified the action 
of the broker, the second policy will not 
attach. If the broker has general ag- 
ency powers in respect of the assured’s 
insurance, ratification is not necessary 


When Action is Joint 
“It is different when the act of can- 


cellation and substitution is undertaken 
by a joint agent of two or more com- 
panies, and this is where most of the 
trouble arises. An agent receives in 
structions to cancel a policy, and with- 
out communicating with the assured, he 
writes the risk up in another company 
in his agency, but before the intended 
substitution is effected a fire occurs. 
The assured cannot ratify the action of 
the joint agent after the fire, as he can 
that of the broker. The second policy, 
therefore, is inoperative and the first 
policy is liable for the loss. If, there- 
fore, an agent receives instructions to 
cancel the policy in one company and 
desires to substitute a policy in another 
company in his agency, it will be the 
part of wisdom for him to communicate 
with the assured and secure his acqui- 
escence, for fire is no respector either 
of time or persons. 

“Several years ago I read a paper be 
fore the Insurance Society of New York, 
on a subject that everybody thinks he 
knows all about, yet I used over ten 
thousand words in an attempt to answer 
the question, ‘What is a fire loss?’ 

“Another seemingly unnecessary, but 
equally interesting and important ques 
tion is—‘When does a loss occur?’ 

“So far as I know the city of Louis 
ville has the distinction of having pro- 
duced the only adjudicated case bearing 
on this subject. I refer to the case of 
Peaslee- Gaulbert Company vs. Roches- 
ter German Insurance Company (34 In- 
surance Law Journal 740; 120 Ky. 752: 
LRA (NS) 364; 87 SW 1115). The fire 
originated in the factory building at 
11:45 A. M., and did not reach the ware- 
house until sometime after twelve 
o'clock. The policy covering on the 
warehouse expired at noon. The lower 
court held that if the fire did not reach 
the warehouse before noon, but at noon, 
the destruction of the warehouse from 
the fire was inevitable, the insurer was 
liable, but if on the contrary, the de 
struction of the warehouse as the result 
of the fire, was not inevitable the in- 
surer was not liable This decision, 
however, was reversed by the Court of 
Appeals of Kentucky. which held in sub- 
stance that the loss does not occur until 
the fire actually reaches the building 
described in the policy, and said it 
would be astonishing if the liability of 
the insurers was extended indefinitely 
hbevond the term of their contract mere- 
ly because a danger had occurred which 
would lead to a loss thereafter. The 
point arose in the Baltimore conflagra 
tion, but the case did not get into liti- 
gation. It was, however, decided by the 
companies themselves, along the lines 
laid down in the Peaslee-Gaulbert deci 
sion which had not, at that time, been 
rendered. Many interesting situations, 
however, suggest themselves in connec- 
tion with this subiect which it will be 
impossible to analyze at this time, but 
it may confidently be expected that they 
will eventually come before the courts 
for their consideration 


Importance of Renewals 


“Although all enterprising insurance 
companies, agents and brokers make a 
practice of notifying their customers of 
the expiration of their policies. they are 
under no obligation so to do, hence the 
insured should not only keep careful 
watch over his expirations, but he 
should see that his insurance is renewed 
several days before the policies expire, 
which fact was strikingly illustrated in 
a case growing out of the San Francisco 
conflagration. 


“One would imagine that a conflagra- 
tion covering an area of about four 
square miles, or over five hundred city 
blocks, which destroved § twenty-five 
thousand buildings, and property valued 


at about two hundred and fifty million 
4ollars, involving over one hundred 
thousand policies of fire insurance 


would be replete with interesting inci 
dents, but strange as it may seem, there 
was only one case of extraordinary in- 
terest where any considerable amount 
was involved, and T relate it because it 
(Continued on page 26) 
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Referring to certain unauthorized reports stating 
that this Company is interested in a so-called “Cotton 
Oil Mill Pool,” desire to notify our local agents and 
others that we are not interested in any such Pool 
either directly or indirectly. 


te 


We have practically written very little of this class of 
business during the last few years for the reason that 
we consider the rates inadequate, and we see no 
reasons why we should change our opinion at this 
time. 
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We are opposed to all so-called “Pools,” as we think 
they are detrimental to the interests of local agents. 





| We were opposed to the so-called “Grain Pool” 
| (Chicago), but finally joined the same on account of 
| it being considered a “War Measure,” and were 
| 
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opposed to the continuation of the same. 
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FINANCIAL STATEMENT, JANUARY 1, 1919 














ASSETS LIABILITIES 
a ok iis irinotecan oo aie ee hice $78,975.00 NMR, o:den scteiatesvacncs ara aie ataw ath eee lana hs 4 $700,000.00 
Bond and Mortgages................ 258,400.00 NE eS eorid nics weew ae ea anew 8,824,000.31 
U. S. Liberty Bonds................. 3,752,000.00 Re-insurance Reserve ............... 11,501,123.24 | = i 

Government, City, Railroad and other “pPmeatigy say ‘ pee => 
other Bonds and Stocks............ 20,202,264.00 aanen im Coume of Adjustment. ..... £,990,320.00 | = 
Cash in Banks and Office............. 2,497,039.66 Commissions and other items........ 5,454,000.00 | => 
Premiums in Course of Collection... 3,296,255.89 | = 
| Interest Accrued ..............22.5- 217,287.32 = 
Due on Account Re-Insurance Loss | = 
SU aie a cre ci ccaaieiicteae cio 87,247.68 | = 
$30,389,461.55 $30,389,461.55 = 


SURPLUS TO POLICYHOLDERS, $9,524,000.31 


Globe & Rutgers. 


Fire Insurance Co. 
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Direct Democracy Leads to Chaos and Anarchy 


Claims of Cheaper Insurance By State Unfounded, Says T. H. 


McGregor. 


Men With Practical Knowledge Cannot 


Get Political Offices 


What Socialism is and how it works 
in connection with proposals for state 
insurance was presented in distinctive 
garb by T. H. McGregor, of Austin, 
Texas, who began his address with this 
statement: 

“If Texas were to announce that she 
would elect no more governors but 
would elect her a king and have a 
monarchy, but would stay in the Union, 
every State in this Union would send 
up a protest and we might have anoth- 
er war because Texas had violated 
Section 4 of Article 4 of the Constitu- 
tion. Yet every State in this Union 
which has committed itself and is com- 
mitting itself to the socialistic doc- 
trines of direct legislation js to that 
extent a direct Democracy and _ vio- 
lates this Section 4 of Article 4 of the 
Constitution as much as it would do 
were it to elect a king. A monarchy 
is not a Republican form of govern- 
ment. Monarchy may lead to tyranny, 
but a direct Democracy—the Utopia of 
the socialist—must and will lead to 
socialism, anarchy and chaos. And this 
is the chief tenet of the socialist, that 
the State should do everything, should 
run all the business of the country and 
that private ownership is wrong, ability 
should be accounted for nothing and 
that individual initiative should be de- 
stroyed. And these are the advocates 
of and the sponsors for State Insur- 
ance.” 

Not Cheaper 

Mr. McGregor then refuted’ the 
claims that government management 
of the insurance or anv other business 
is cheaper or more efficient, and re- 
ferred to the numerous concrete ex- 


amples the country had and is having 
in proof of this statement. He declared 
that insurance is both a technical and 
scientific business that challenges a 
degree of skill, knowledge and effi- 
ciency not found in public service. The 
sneaker explained that theoretically 
the State can get men with the quali- 
fications necessary to manage the in- 
surance business, but practically it can- 
not and does not, for men with such 
aualifications cannot get the offices. 
There is no such thing in this country 
as a non-political office—to the politi- 
cian all offices are political and he fills 
them all. To the victor belongs the 
spoils, is the unchallenged slogan of 
every political organization in this 
country, which has or can survive. 

“It is not organized labor, as such, 
that is advocating or wants to commit 
this government to these Socialstic 
tendencies. The trade unions of this 
country as a body are as much against 
Socialism as you are and they are now 
locked in a more immediate struggle 
with Socialism than vou are. Thev 
have already realized the inroads 
Socialism has made in their bodies, and 
all over this countrv thev are strug- 
gline to get rid of the evil. 

“We must not be lulled into a sense 
of security by these siren songs of 
Socialism, for in the end they mean 
the destruction of the government un- 
der which we live.. Against this vresent 
and impending evil there is but one 
remedy, and that is to arouse the Amer- 
ican people, in State and Nation, and 
cause them to rally to their country’s 
call and swing this government back 
te a Re»ynblic and thereby save them- 
selves. for ‘he who saves his country 
saves all thines, and all things being 
saved saves himself, while he who 
‘-eas his country loses all things, and 
ell things being lost loses himself.’ ” 


Time to Stop Giving Only Perfunctory Service 


Charles R. Tuttle Tells Agents How to Do Conservation Work and 
That Public Expects Them to Render Practical 
Service Same as in War Time 


As a government institution conser- 
vation and service has been a success, 
said Manager Charles R. Tuttle, of the 
western department of the Insurance 
Company of North America. And, he 
added, “it has taught us insurance men 
that the public expects this service of 
us. We can never return to the old 
condition. There is immediate need for 
1,500,000 dwelling houses in these 
United States. This is because, accord- 
ing to reports of the National Board 
there were 232,021 dwelling house fires 
out of a total of 356,896 fires, not in- 
cluding farm dwellings, nor uninsured 
property. This class of risk has the 
simplest hazards and is most suscep- 
tible to the beneficial effects of inspec- 
tion. I believe the claim is correct 
that 75. per cent. of these fires are 
owing to carelessness and the question 
is: What are you agents doing to 
prevent this waste? 

“If the newspapers gave the same 
prominence to dwelling house losses 
that they do to large property losses, 
would you and the people awake to the 
necessity for real practical service in 
the conservation of this important as- 
set, the American home? Are you doing 


- our full duty in distributing the excel- 
lent literature available to educate the 
public ? 


Honest Inspection 


“If vou as specialists have failed to 
pdont the measures of fire prevention 
that vou advocate for others—if you 
fail to properly instruct your own 
families—is it not time for you to 
!now your own failings? Have you 
made a real, “honest-to-goodness’ in- 
spection of your own home from a fire- 
rrevention standpoint? I might go 
f-rther: have you actually made a 
thorough inspection of anv dwelling 
houses in recent times? I don’t mean 
a sidewalk insnection—I mean a real 
examination of the interior hazards. 

How to Work 


“Gentlemen! I come to you in all 
candor and say to you that it is time 
for you to take up the work of con- 
servation of property, which means the 
conservation of your agency—the con- 
servation of the insurance business. 

“Do you want to know how vou can 
he a real conservationist? It’s easv. 
You do not have to change your busi- 
ness—vou do not have to give un much 
cf your time; all vou have to do is to 
yractice your own business—Conserva- 
tion and Protection. 

“If vou gentlemen will. when vou re- 
turn home, promptly take up the or- 


ganization of a Conservation and Fire 
Prevention Club to include in its mem- 
bership the city or town authorities, 
the Fire Chief and every local agent— 
get. your civic and commercial organi- 
zations to appoint committees—you 
will then have an organized force 


“You of the National Association of 
Local Agents have unbounded oppor- 
tunity to join in the great movement 
of Conservation. You are the family 
doctor of Fire Prevention. You hold 
the keys to the doors which lead to a 
rreat knowledge of saving by the pub- 
lic. The bugle of public opinion has 
sounded the ‘reveille;’ arouse your- 
selves! Take up the work of conser- 
vation: insist that every field man and 
every local agent with whom you come 
in contact shall do his full part; then, 
and only then, will you as insurance 
men come into your rightful place of 
honor and respect by the public at 
large. 


F. C. Buswell 
Addresses Convention 


(Continued from page 17) 


differ-nce which exists between a ma- 
jority that has been dissolved into its 
criginal units and a minority that i- 
-ctive, purposeful and unscrupulous. 

“None of us had ever seen nor even 
magined a machine so mighty, so com- 
plicated, but yet working with such 
ingle effectiveness as that into which 
our nation had become organized by 
tiie close of the war. Then on Novem- 
her 11, 1918, the hostilities ceased ead 
iraightway the need for a collective 
purpose seemed to have disappeared. 
‘ihe people did not consciously become 
tess patriotic; they merely ceased to 
fe dominated by patriotic thoughts and 
began to return quite aaturally and 
inevitably into their old channels of 
ection and interest. 


Danger From Within 


“The point now to be noted is that 
all lines of separation must again be 
forgotten and unity of patriotic pur 
pose must again be restored in the face 
of a new danger which is not less men- 
acing than the one we have passed. 
This danger comes from within, not 
from without. It is not centralized 
(a oa «6ogreat military autocracy, which 
can be combatted by recognized meth 
eds of warfare, but is found in an 
amazing dissemination of poisonous 
‘deas and_= disintegrating doctrines 
whose results are being made manifest 
in a spirit of disorder and violence in 
nany parts of the country. 

“We now can no longer question the 
existence of forces of destruction and 
cisintegration, definitely organized 
well financed, working industrious!y 
and insidiously to undermine every 
thing which we hold of value in our 
American life and utilizing their im 
munity to push their propaganda wit 
utmost diligence. This is not a situ 
ation which will automatically correct 
itself. It must be combatted just as 
definitely, just as systematically and 
in a spirit of just as patriotic determi 
nation as that which led America int’ 
the World War. 

“The great, sound, but disorganized 
and careless majority must revive its 
organization and become reanimated 
with its patriotic spirit. The forces of 
construction must go to war with the 
forces of destruction and must maste) 
them before the danger has been al 
‘owed to spread further 

“Whatever our several relations, we 
are here together as fire imsurance 
nen, and just as fire insurance men 
‘ed the nation in their organized re 
«sponse to the call of service in the 
spring of 1917. shall we not now bh 
the first among the country’s busines 
interests to recognize and to combat 
this new menace to public safety? 


“The way to fight darkness is by 


iight; the way to fight ignorance is by 
means of education; the way to fight 
anti-Americanism is by a great com- 
paign of Americanization that shall be 
absolutely systematic, efficient and thor- 
ough. The time has now come when 
all the forms of organization in this 
country which represent sanity and 
yrogress must enlist themselves in the 
work of safeguarding America against 
the impairment of her ideals. 

The fire insurance profession should 
igain appear in the van of patriotic 
activity that I can thi>rk of no better 
service that yorr great association can 
render to its country than that of pro 
moting the constructive spirit of active 
militant patriotism in all the states, 
and towns where it has membership 
This spirit must find expression ac- 
cording to the local conditions whic 
it finds but it should be based upon a 
vigilant, outspoken and uncompromising 
Americanism. 

“Fire insurance men are conserva- 
tionists whose training and instincts 
naturally oppose every menace to the 
public safety. In the new emervency 
us in the one that has just passed, let 
us show our ability to see clearly and 
to act promptly, energetically and 
tnitedly for the land we love.” 


Young E. Allison on 
Service and Salvation 
(Continued from page 19) 


money brings. Paying the interest is 
a small investment to secure golden 
good will. And when they pull a big 
plum of a line they have to be prepared 
to stand the expense of expert sur 
veys and preparation and await devel- 
opments upon which they must take a 
chance. There are several national 
lines of scattered properties once 
placed through hands of local agents 
to get the local influence. Companies 
will tell you and the owners will tell 
vou that the business became a muddle 
in the agents’ hands from badly drawn 
and varying forms, from neglect to 
improve the risks and so earn a lower 
rate. Such a condition was of course 
the culture ground for big brokers 
They went after the business and got 
it. They devised uniform covers, they 
obtained improvements, they substi 
tuted a few policies for thousands, they 
inspected and had put in force regula- 
tions for safety. It is not a secret in 
underwriting circles that the brokers 
in some instances lost money for sev 
eral years on these lines until they 
brought order out of chaos and knew 
where they stood. They rendered ser- 
vice—Service to the owners and to the 
insurance companies. It is a question 
that you can answer as well as I. What 
chance have the agents to get such 
lines back unless they offer better ser- 
vice for them? 

“IT make the prediction that in anv- 
thing like an even break between the 
agent and the broker, the companies 
will favor the agent. They have got 
to do so. It is inalienable from the 
American wav of doing business. When 
ever the brokerage system takes the 
place of the American Agency Syster 
vou will find a tremendous falling off 
in the amount insured, and in premi- 
ums collected and an immediate slow- 
ing up in the swift processes of collee- 
tion and distribution that have made 
American fire insurance the handmaid 
of the auickest and greatest com- 
merce and general business circulation 
in the world. Foreimn companies re- 
cognize this and will stand with our 
own great companies to uphold and 
maintain the American Agency Svste™m 
Catch a foreign companv killine the 
goose that lays the golden eggs! 

“But it is un to the agents—rether 
it is up to this rreat National Asso- 
ciation of avents—to devise the mean; 
of holding the business you have built 
up. Agency work is your work. 
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Secretary Miller Raps “Hibrid 
Organizations” and “Slush Funds” 


Growing Participation of Agents in Public Affairs Noted—Greatest 


Need is for Members to 

After anothe vear filled with par 
ticular! pres dutie Secretary 
Treasurer C. S. S. Miller presented a re 
port demonstrating rapid growt) and 
ound development within the Associa 
mn His remarks contained these ref 
erences to the i’s accomplishments: 
“New state organizations have been 
effected in the District of Columbia, 
Colorado and Oregon. The state asso 
ciations in the following states have 


been reorganized and rejuvenated: 
Indiana, Rhode Island, Maryland, Ne 
bras] Washington The 
ins been canvassed by the 
field 

Connecticut, 
York, Marvland, 

Minnesota, North 
Carolina, Alabama, 


Oklahoma 


and follow 


tates have 
worker 
Rhode Is 


Indiana, 


* ane of our 
land New 
I}line is 
South 
West 

Michigan, 


Oregon 


Carolina, 
Mississippi, 
Nebraska, 


California, 


Virginia, 
Mi 
the 
future 
will be 


ouri, Towa, 
District of 
state 
made in 
Penn Texa Maine, 
New Utah, 
everal other states. 


and Columbia. 


In the near wide intensive 


eampaigi Virginia, 
vivania, Vermont, 


Hampshire, Delaware and 


Not Merely Middlemen 
state 


address before 


and at 


“In every every 


association meeting of 
local 


When 


every 


board and on other 
the 


member 


every every 


occasion natter could be pre 


sented our have been urged 


to realize the necessity, now more vital 


than ever, of making themselves affirm 


ative factors in conservation and the 
work of reconstruction and rehabilita 
tion, not only of our own business speci- 


fically, but of our duties and opportuni 
citizens and patriot Too often 
regarded only as premium-chasers and 
wholly dispensable middlemen, local ag 
ents everywhere are realizing if they 
are to continue to earn their livelihool 
in this business they must render patent 


tiag ax 
jes as 


and valuable service, not only to their 
companies, but to the assured, as good 
as, if not better, than any brokerage 
concern 
Political Power 

“The growing participation of local 
agents in public affairs was more evi- 
dent during the last year than ever 
before. because of the greatly increased 
number of them who served as state 
legislators and in other public offices. 
The potentiality of local aents’ asso- 
ciations in legislative crises and in af 
fairs of National scope touching our 
busine has been demonstrated to the 


atisfaction of at least the agents them 


selve They know that they, and they 
alone as purely an exclusively agents’ 
erganization, can cope with any situa 


tion, however grave or suddenly de- 
veloped, without employing lobbyists or 
lush funds.’ 

“It has been proven repeatedly that 


it is not necessary for local fire, cas- 
ualty and surety agents to mulet them- 
elves, or he mulcted, to support hy- 
brid organizations for the benefit ef 
professional organizers in legislative or 
non-legislative years 
Self-Graded Dues 

“Following the recommendations of 


the mid-winter conference, every state 
vssociation holding its annual meeting 
since then, has adopted the self-graded 
plan. 

“The greatest need of 
tion is machinery which 
gether In compact and 


our organiza- 
will knit to- 
powerful state 


Swell 


Association’s Ranks 


organizations, all lecal agents every 
vhere, Self-graded dues based upon the 
volume of fire, casualty and surety pre 
miums written by each agency is an 
quitable way of raising the funds requi 
site to installing and propelling this 
machinery. <A paid secretarial worker 
in each state association is a prime ne- 
cessity. 

“But above all other needs. there 
stands out‘this one thought: That every 
member of every state association owes 
it to himself to see that every other lo 
cal fire, casualty and surety agent in 
his state should be a member in good 
standing of the same organization to 
which the present members show fealty. 
It is so utterly and obviously unfair thai 
one man should pay all the taxes in- his 
town when every one benefits through 
the expenditure of tax ievies. 

“The working force in the National 
Headquarters office has been increased 
from three to seven, but this personnel 
is swamped with routine work. More 
field workers are necessary. It is diffi- 
cult to get men qualified to do this work. 
Your suggestions in this regard will be 
welcome. 

“The ‘Service Bureau’ operated at 
National Headquarters without any ex 
pense to our members has been utilized 
in greater and greater degree every 
month More and more agents coming 
to New York are using National Head 
quarters as their headquarters. 

“The American Agency Bulletin, your 
weekly organ, had been put on a regu- 
lar 12-page weekly basis. The increase 
in advertising necessitated an enlarge 
ment of the paper in order to present 
even a modicum of the news, comment 
and editorial matter, which the readers 
are entitled to see. Many of these ad 
vertisements have come to us unsolic 
ited, and we trust are to be regarded as 
unmistakable evidence of the increasing 
circulation and unique patronage of the 
one and only paper published co-opera- 
tively and without any thought of profit 
making The increased cost of the 
weekly 12-page paper leaves exactly 33 


cents per annum out of the $3.00 per 
capita per annum dues to the National 


Association for all other expenses, and 
if, as we confidently expect, a sixteen- 
page paper will have to be issued week- 
ly, regularly in the near future, unless 


there is a considerable increase in ad- 
vertising patronage a slight deficit is 
unavoidable. 

“A year from now, the 25th annual 


convention of this organization will be 


held It must be a_ super-convention. 
Surely every present member of the 
National Association must feel it in- 


cumbent upon him to begin now, right 
now, doing missionary work, which will 
result in doubling the numerical strength 
and quadrupling the potentiality of the 
only organization in this country, ex- 
clusively of, by and for local agents.” 


Loss Adjustments 
and Reminiscences 
from 23) 


(Continued page 


bears on the question under considera 
tion 
“Mr. X was the owner of a mansion 


on one of the principal avenues in the 
city. There was $260,000 insurance on 
the building, and $160,000 insurance on 
the contents, which had been placed by 
4% prominent broker who for years had 
attended to the personal and corporate 
interests of the assured. During the life 
of the poligies, which were issued for 
the term of three years, the assured 
presented the dwellings and contents to 
his wife, Mrs. X, and the broker attend- 





ed to securing consent to the transfer 
of the insurance. 

“Of this $420,000 insurance, policies 
aggregating $390,000, expired at. noon 
April 19, 1906, and in keeping with the 
uniform practice, the enterprising’ brok- 
er had the insurance renewed in antici- 
pation of its being desired by the as 
sured. In the meantime, however, the 
assured’s son had established a_ real 
estate office with an insurance attach- 
ment, and, so the rumor went, it was 
the intention to have all the family’s 
insurance, both personal and corporate, 
looked after by the son. During the af- 
ternoon of April 17th, the ‘broker took 
the policies to the office of the assured’s 
husband and was told to take them to 
the office of the son, as he was looking 
after the insurance. This the broker 
promptly did, but about four o’clock in 
the afternoon of the same day a large 
package, presumably containing these 
policies, was sent back and laid on the 
desk of the broker, where it was de- 
‘troved in the conflagration. It subse- 
quently developed that the package did 
contain the policies, and it seemed that 
the insurance had been rejected at the 
office of both the husband and the son 
of the assured. 

“Notices of loss, quite elaborate in 
form, were served upon the companies 
under the new policies and in due course 
proofs of loss were filed. A short time 
later a letter was received from the 
assured’s attorney stating that she de- 
sired to take a trip to Europe, and the 
only thing that deterred her was the 
possibility of the insurance companies 
desiring to interrogate her in regard to 
her insurance, Up to this time the 
companies did not know that there was 
anything unusual connected with the in- 
surance. The letter, therefore, was 
quite a surprise to the adjusters, who 
upon inquiry found the facts to be as 
above outlined. It was therefore suz- 
gested that it would probably be best 
for the assured to postpone the con 
templated trip to Europe. 


Suggested Non-Waiver 

“The adjusting committee, having the 
matter in hand, had an interview with 
the assured’s attorney and suggested 
the advisability of determining the am- 
ount of the loss, under a non-waiver 
agreement. The attorney replied stat- 
ing that if the companies would admit 
that the policies were issued and de 
livered, he would gladly acquiese in the 
suggestion, but if on the contrary they 
were going to take a position at var- 
iance with this, it would be useless for 
his client to consent. It was therefore 
agreed that the situation might be dis- 
cussed informally without prejudice to 
either side, and the attorney stated that 
the assured would make affidavit that 
the broker had a perfect right to renew 
her insurance; that she fully ratified 
his action, and that the son had no 
authority whatever in connection with 
her insurance affairs. The attorney was 
informed that if he would present such 
an affidavit, the companies would be 
willin to proceed with the adjustment 
in the usual manner. The assured was 
out of the city at the time, but several 
weeks later the attorney asked for a 
meeting with the committee and made a 
proposition to settle on the basis of 75 
per cent of the insurance, which was 
accepted by the companies. I think that 
the position of the claimant was not 
only eminently sound, but that the 
companies were treated in a broad and 
liberal spirit in the final adjustment of 
the loss. If however the insurance had 
not been renewed, I think it highly prob- 
able that claim would have been made 
under the ol dpolicies, and that the 
courts of California would have been 
called upon to adjudicate one of the 
most interestin cases in the annals of 
insurance litiation, and to express their 
opinion as to when a loss occurrs. 

“IT am not among these who believe 
that any large percentage of the losses 
which occur are dishonest in their 


origin; over fifty per cent of them are 
due to carelessness of one kind or ap- 
other on the part of the assured, his 
man-servants, or 


his maid-servants, 


some are due to gross carelessness, 
some are due to carelessness bordering 


on criminality, some are welcomed if 
not desired, and others (entirely too 
many) are absolutely dishonest. In 


many cases a moral hazard may not ex- 
ist before the fire, but develops after a 
loss has occurred and manifests itself 
in an exorbitant claim, and it is the 
province of the adjuster to see that the 
loss is not too greatly overpaid. 

“Claimants sometimes get religion, but 
very seldom, and it is usually long after 
the insurance money has been spent, 
and it is impossible to make restitution. 
All of the leading companies from time 
to time have cases of awakened con- 
science and occasionally receive remit- 
tances for losses which had been over- 
paid, or where the property had been 
deliberately destroyed in order to col- 
lect the insurance; but the conscience 
account is about the smallest and least 
used of any on the ledger 

Adjustments Liberal 

“No matter what impressions there 
may be to the contrary, the fact is that 
insurance companies are the most gen- 
erous of paymasters, and although there 
may be isolated instances of close ad- 
justments, losses in general in these 
days are adjusted in an exceedingly 
broad and liberal spirit, to which fact 
tens of thousands of claimants will bear 
testimony. Insurance companies are 
not inclined to resist the payment of 
claims, but on the contrary they some- 
times approach the extreme limit of 
propriety, generosity in good morals in 
their efforts to avoid litigation. This 
is evidenced by the fact that of all the 
losses which occur probably not more 
than one-fifth of one per cent become 
the subject of litigation, and one-half of 
these are settled before the cases come 
to trial. To put it in another way, out 
of all the policies issued the courts are 
not called upon to pass upon claims 
under more than one policy out of 
thirty thousand issued, which may be 
regarded as quite a favorable commen- 
tary upon the mutual fairmindedness of 
the companies and the insuring public. 

“A prominent company some time ago 
received a communication from one of 
its agents in a Southern state saying 
that upon soliciting a risk from the 
owner of a large printing establishment, 
he was met with a flat refusal accom- 
panied by a statement that the com 
pany twenty years before, when he was 
in business in the North, had paid him 
a loss of $1,600 under a $2,000 policy. 
when he was entitled to collect a total 
loss, and he had never had a good word 
for the company since that time. There 
was in all probability some reason why 
the loss had been settled for $1,600, and 
the loss file having been destroyed, the 


suggestion as made to the President 
that it might be well to write to the 
state agent, by whom the loss was ad- 


justed, and ascertain what recoliection, 
if any, he had in regard to the case, 
but the President replied saying, ‘If a 
man can harbor an ill-feeline toward the 
company for twenty years, he must 
have some good reason for so doing, but 
whether this be true or not, we will 
send him a draft for the additional 
$400,’ which was accordingly done. 
Birth Rate Too Low 

“If adjusters are born, not made, it 
must be confessed that the birth rate 
is not keeping pace with the growth of 
the business. Although it is not the 
ladder upon which to scale the greatest 
heights in the insurance world, yet there 
is no greater opportunity within reason 
able limits, for a young man of charac 
ter, education and ability, who possesses 
adaptability for the work, than the loss 
branch of the insurance business. ‘Th? 
gods sell anything and to everybody at 
a fair price,’ and the price of succes 
in any vocation is self-sacrifice, conceli 
tration and the loss of oneself in his 
work. The adjuster of the future wil! 
be in ever-increasing demand and he 
will, in all probability, be called upon 
to solve questions more difficult and 
assume responsibilities far greater than 
those who have preceded him.” 
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AGENTS AND BROKERS 
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LIFE INSURANCE 


OUR GUARANTEED LOW COST LIFE INSURANCE POLI- 
CIES guarantee every figure, eliminate all uncertainties and 
provide the largest amount of insurance at the beginning for 
the premium paid. 


In the ratio of gain in insurance in force in 1918 The Travelers 
stood first among the leading companies of the country. 


LIFE INSURANCE IN FORCE ONE BILLION DOLLARS 
TRAVELERS ACCIDENT AND HEALTH POLICIES 


Are famous the world over for their broad coverage, prompt 
payment and fair spirit of adjustment. They are the standard 
of what such contracts should be. 

OUR COMPENSATION AND LIABILITY POLICIES 
Afford the most complete coverage and afford a service of 
inspection and safety engineering for the prevention of acci- 
dents of the most efficient character. 

AUTOMOBILE LIABILITY INSURANCE 
Complete coverage and immediate service throughout the 
United States and Canada. 

GROUP INSURANCE 
With its great present and future possibilities. 
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BOILER, FLYWHEEL, BURGLARY, PLATE GLASS, 
COLLISION AND PROPERTY DAMAGE INSURANCE 
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The Agent and Broker who can supply these several needs 
possesses the broadest and most remunerative field 
for his efforts. One aids the other. 


MORAL: Represent 


THE TRAVELERS INSURANCE COMPANY 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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“Loyally Linked Together’’ 


you THEY WE 
The Agent The Assured The Company 


Never in the history of the LIVERPOOL and LONDON and GLOBE INSURANCE 
COMPANY, LTD., has the loyalty of its Agents and the Insuring Public been 
more in evidence than at the present ti. 





We believe in and maintain the doctrine of good principles and proper practices 
in the conduct of the business of fire insurance, with the highest standard of 
service to our Agents and fullest protection to our Assured. 

To the members of the American ageney fraternity and to the National Associ- 
ation of Insurance Agents we extend hearty erectings. 


“The Great Fire Insurance Company of the World” 


LINES WRITTEN LINES WRITTEN 


« “fl IVERPOOL wa 





Automobile Trensportation 
Rent |] ONDON Tourist 

Tornado 1 = Commissions 
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you THEY WE 
The Agent The Assured The Company 


“A Trinity Unbeatable’’ 
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